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and Building Products Merchandiser 


utlook Brings Smiles to 
ost Dealers and Experts 


Will the smile last through 1959? Nobody 
knows. Uncertain mortgage money flow, continued 
price competition might dampen outlook. But right 
now, dealers and economists are optimistic, as told 

in cross-country report, page 24 


Also see Headlines at Presstime, page 10 






















Dexlock with No. 28 
Diamond escutcheon 
Aa ee 
wide, 2%” or 5” 
backset 








Miniature Colonial 
escufcheon No. 27, 
3%” diameter, 2%” 
or 5” backset 






AND OUT 






Now Dexlock entrance elegance comes inside 
the house with striking new companion accessory 
trims. They're designed to match Dexter's large 
escutcheon entrance sets and are offered in a 
complete range of Dexlock standard or tu-tone 
finishes. Choose from Brass, Black, Bronze, Bright 
Chrome, Dull Chrome or Satin Anodized Alum- 















Miniature Portrait in- } 
terior escutcheon No. 
29,34” square, 2%” 
or 5” backset when 
mounted square, 5” 





a Fa entrance . inum. And, of course, they can be used with either eekeian ikniied. 
yt 8” h ies ny Tulip or Round Dexlock knob styles. od lanead i 
mounted Diamond) 
PS agrerae In Canada: 
Dexter Lock Canada Ltd., 
Galt, Ontario 
In Mexico: ? 


Dexter Locks, Plata Elegante, 
S. A. de C. V. Monterrey 


Dexter Locks are 

also manufactured in 

Sydney, Australia; Milan, Italy 
and Porto, Portugal 


DEXTER LOCK DIVISION 





Dexter Industries, Inc., Grand Rapids, Michigan 





ae 


ole) |oy-wule) Mm’) be-we-\, | > el 7-\\,'4 Man) -)- Ved i pele) i 





* EASIER SALE 
S 
85-L LOUVER TYPE Cast aluminum vent with 
two sloping baffles to keep out rain. Measures 
8Y%_ x 2%, x 2% inches. 


Builder, architect and owner acceptance of 

nationally-advertised Donley Foundation 

Vents, Crawl Space Doors and other prod- 82-L LOUVER TYPE Cast aluminum vent with 
ucts means easier sales, faster inventory sloping baffles. Measures 5 x 21% x 2% inches. 
turnover and greater profits for the dealer. 

By buying from one dependable source, 

Donley dealers get the additional advan- 

tages of quantity discounts, lower shipping 

costs and greater margins. J 

Builders can choose with confidence the ADJUSTABLE FOUNDATION VENTILATOR 
exact type and size of vent they require Features controlled air intake. Three sizes 
from the complete line of Donley Founda- oo in ier eaeh Wren, cnt er Grameen 
tion Vents shown at right. Available with ; 

insect screening, all Donley vents are de- 

signed for fast, low-cost, successful installa- 

tion. The popular Donley Crawl Space OTHER TYPES Vents 


Door shown below is easy to install, easy are available in a 
complete range of 


to operate. : 
sizes and styles for 

Check your stock of Donley products, cata- brick or concrete 

logs and sales literature today. Use the block walls. 

coupon below to request additional in- 

formation. 
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THE DONLEY BROTHERS COMPANY eS 
13928 Miles Ave. * Cleveland 5, Ohio 


Please send me complete information on Donley 
Foundation Ventilators and Crawl Space Doors. 


NAME. 





COMPANY 


BROTHERS COMPANY STREET 


CITY. ZONE__STATE 











METAL PRODUCTS FOR BUILDING 
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for profitable, volume sales... 
Sell Marlite for kitchen remodeling 


One of your highest profit items both in per- 


Most home remodeling starts with the kitchen 
where dingy walls are modernized, old equipment 
and floor coverings are replaced. And kitchens 
offer you a greater-than-ever opportunity for vol- 
ume Marlite paneling sales. No other paneling 
turns old walls into new like Marlite. No other 
paneling adds so many years of wear with just 
minutes of care. Marlite’s baked melamine plastic 
finish resists heat, moisture, grease and stains; 
cleans with an occasional damp cloth wiping. 


centage and in total dollars of profit per sale, 
Marlite is right for kitchen remodeling . . . and 
for every other room in the home, upstairs or down. 
Call your wholesaler or representative. Make the 
most of Marlite—the profitable paneling for vol- 
ume sales. Marlite Division of Masonite Corpora- 
tion, Dept. 1241, Dover, Ohio. 


Marlite 


# plastic-finished paneling 


5646 





MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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Dealer Plans for '59 
Cross-country report from more than 60 lumber and build- 
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some of the major problems as told by dealers. 
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IN THE NEWS... 


TEACHER AND FAMOUS STUDENT—Am- 
erican Lumberman’s booth at 1958 
NRLDA Exposition afforded an oppor- 
tunity for Jim Gee, one of Chicago's 
major retailers and co-owner, Gee Co., 
to renew acquaintances with his work 
shop teacher and chairman of AL's edi- 
torial board, Art Hood (left). Said Jim to 
Art, ‘‘We at Gee credit the tremendous 
success of our overall operation to the 
fine precepts we learned in your work- 
shop many years ago and we entrust our 
future success to your teachings.” 


MOON BUILDING to house explorers, 
laboratories for scientific research, main- 
tenance shops for space vehicles and sta- 
tions for earth-moon communications, 
designed by Wonder Building Corp., Chi- 
cago. It’s a cigar-shaped corrugated 
metal cylinder, covered by a protective 
metal ‘‘meteoric shield."’ The structure 
could float on the moon's sea of dust, 
anchored by weights suspended by 
cables. 


THE SHAPE OF THINGS TO COME—Miss 
R. O. W. helped to brighten the visit of 
numerous dealers who stopped to admire 
a Sure-Lok Awning Window introduced 
at the recent NRLDA Exposition by 
R. O. W. Sales Co., Ferndale, Mich. Aid- 
ed by the firm's sales manager John 
Hertzberg (right), she’s explaining win- 
dow's advantages to dealer Charles Hig- 
gins, Home Lumber & Supply Co., Gosh- 
en, Ind. 





from Weyerhaeuser’s quality hardboard line-up... 


SPECIFICATIONS: Here are five all-purpose hardboards from Weyerhaeuser that give your 
ee 2 ee ee customers top performance. It’s a money making line for you, too. 


knesses: 1/1 1/8”, 3/16 
1/4” and 5/16”. Width: 4’. Lengths You get more from Weyerhaeuser Hardboards because each panel reflects 
tients Weytex: The all-purpose the research of Silvatek technicians, a group of specialists devoted 
ws lersllngay po beg Ty ny - to producing a product you can sell with confidence. 
a Cee These are Hardboards that fit your customers’ needs for wall panels, 
Perforated Weytex: For decorative doors, cabinet work, floor underlayment and many other interior or 
pat at aaeniee aa te exterior on-the-job requirements. Weyerhaeuser Hardboards enjoy a 
yi Ms gg Sai “good workability "reputation. Distinctive light colored Standard 
mts. Weytex finishes to a pleasing natural tone .. . and takes one 
Weylite: A lower density economy coat of modern pastel paint colors beautifully. 
panel, Thicknesses: 3/16” and 1/4” 4 


Width: 4’. Lengths: 8’ to 16’ These important advantages of Weyerhaeuser Hardboards add up 
Weybase: An ideal floor underi - 6 . 
( fae % to repeat sales, satisfied customers and more profit for you. Ask your 


ment. Thickness 215 Sizes: 3 


—T distributor for these Weyerhaeuser profit-making Hardboards . 
Weytex, Weylite or Weybase. For further information write: 
SILVATEK, Weyerhaeuser Timber Company, Tacoma, Washington. 


ae * &R AE ASE OR 


ereen HARDBOARD 


) vatek Product 


*TM Reg 
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PERSONAL VIEWPOINT 





Two Kinds of Inventories 


It’s a rather safe prediction that many dealers will be taking two 
two kinds of inventories this month. The first is a simple count of 
physical inventory—your stock in trade. The second inventory is not 
quite so easy. We refer to a review of sales objectives for the past yeal 
with its successes or failures 


During these quiet winter days, when darkness comes so soon 
there is more time for reflection. Better profits next year might really 
begin this month as you plan intelligently for 1959 by starting with a 
critical appraisal of the past 12 months 


Recently a well-known executive stated that America has become 
a nation of goof-offs . . . that we no longer take pride in really fin- 
ishing a job. Many dealers may know a building mechanic or two 
that fits this charge. 

The mechanic in turn may return the criticism if he feels you 
haven’t kept up with the times. We bring this up because so many 
dealers at the recent NRLDA Exposition in Chicago frankly let down 
their hair and told our editors of creative merchandising ideas they 
had shelved for years. 


“I’m going to have to do something next year” was a frequent com 
ment. Some dealers then went into details, which we hope to re- 
port in these pages in 1959 


Here at American Lumberman, we do not have lumber and build- 
ing materials to tally at the year’s end. Instead we review our editorial 
content for the past year and compile a reader’s index, which is now 
available as a special reprint on request. 


If what we have published is a faithful mirror, and we believe it is, 
the following trends appeared in 1958: 


Home building, components. This was the year for these two topics 
to really get off the ground. It required 24 features to report dealer 
activities in land development, model home promotion and retailers 
in contracting. Components left the talking stage and became a mov- 
ing force to hold or retrieve contractor business. With home building 
going strong again and predictions for next year optimistic, we plan 
even more extensive coverage on this subject. 


Distribution. We feel the reporting of distribution trends will con- 
tinue to be of vital importance to our readers. In 1958, we covered 
every phase of distribution from dealer buying co-ops to progressive 
wholesalers assisting dealers with merchandising programs. 


Remodeling. In 1958, our 35 features on remodeling indicated 
the growing determination of dealers to stake down more volume in 
this category. - 

Significantly there was more reporting on retailers offering one- 
stop remodeling—plans, material, labor and financing—all wrapped 
up for the customer. A considerable number of readers put remodel- 
ing mechanics on their payroll to insure customer satisfaction and 
make an additional profit on labor. 


We could continue, but perhaps you'd like to shape your own in- 
terpretation by studying the editorial index itself. When you receive 
your copy, note the growing space devoted to consumer selling (21 
features); hardware; promotion to the farmer; materials handling; 
new and remodeled stores and added lines to sell. If you plan to 
catch up on trends, may we urge you to write in promptly for this 
four-page reprint. It makes locating a feature of interest much easier. 


So much for 1958. Our pledge for the New Year is continued dig- 
ging. Not opinion, not text book theory, but skilled reporting. No ed- 
itor can promise more. 


Gordon J. Lawler 
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WOOD WINDOWS 


ounnunonan ff are the choice 


Pig Qe yo ‘) No matter which of the 6 Levittown designs prospects like best, they are enthu- 





rs 
( FaparcatoR 


American A000 MINOOMe laatitute : siastic about the obvious quality and beauty wood window units add to the home. 


\ SEER a UNITED STATES Conti $1 





All the windows in Levittown, New Jersey are quality wood units, precision 

he eee ee Window og manufactured from Ponderosa Pine. Each is preservative treated for long life, 

ute seal on windows is your guarantee Ae : * ° ‘ 

that they conformtoU.S.Department #if 4 Weatherstripped, and constructed in accordance with U. S. commercial standards 
for wood window units. 


of Commerce standards and are: 
Correctly designed | Made from carefully Today’s smartest builders are turning to wood windows because they are com- 


Properly constructed | Selected kiln-dried =} = Hatible with the most popular home styles—and, above all, builders are insisting 
Preservativetreated | Eviciently | on quality. Your sure guide to window quality is the American Wood Window 


aat - ° ° ° 
Properly balanced weatherstripped an Institute seal of approval on Ponderosa Pine wood window units. 


EEG via UI eh at kak BWC Piso BE Mei 


Because Wood is So Good to Live With 


brdlevede Oe WOODWORK 39 South La Sallie Street 


An Association of Western Pine Producers and Woodwork Manufacturers Chicago 3G, Illinois 


MEMBERS— Woodwork Group Rock Island Millwork Co. Gilchrist Bates Co U. S. Plywood Corp. 
a e Edward Hin umber Company —Shasta Division 

Andersen Corporation " industrial Wholesale Lor. Co. Warm Springs Lumber Company 
Anson & Gilkey Co. i > on Lumber Co. Western Pine Associatio 
emer Corporation White Pine Sash ng A pag pein 7 Co. 

aradco, incorporated imber inton Lumber Co. 
Continental Screen Se. MEMBERS—Lumber Group Michigan California Lbr. Co. 
Curtis Companies, |! Alexander-Stewart ae Co. J. Neils Lumber Co. ASSOCIATE MEMBERS 
Farley & Loetscher Mig. =. The Anaconda Compan Ochoco Lumber Co. 
Grinnell Sash & Door Associated Lumber Box Co. Oregon Lumber Co. All Metal Weatherstrip Co. 
Hurd Millwork Corp. ber Co. Pickering Lumber Corp. Casement Hardware Co. 
Huttig Mfg. Co. r Co. Scott Lumber Co., Inc. Chapman Chemical Co. 
ideal Co. (Wm. Cameron & Co.) > . Setzer Forest Products David Ostin wey gd one 
international Paper Co. - ber Co. —Div. of Glenco Forest Products Dorris Lumber & Mo 
—Long Bell Division lo Southwest Lumber Mills, Inc. Monarch Metal Weatherstip Corp. 
Malta Manufacturing Co. i i ¥ Ralph L. Smith Lumber Co. Protection Products Mfg. Co. 
Missoula White Pine Sash Co. Tahoe Forest Products Co. Unique Balance 
Morgan Company Diamond Match Co. Tarter, Webster & Johnson, Inc. Wood-Treating Chemicals Co. 
Philadelphia Screen Mfg. Co. Georgia-Pacific Corporation Tite Knot Pine Mills Zegers, Inc. 
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American Lumberman, December 22, 1958 


THE WOMEN'S CONFERENCE on Housing held recently in Washington has resulted 
in miles of tape recorded discussions now being reviewed. A quick 
peek at comments reveals few surprises. The ladies dislike picture 
windows in the front of the house . . . prefer wood cabinets in natural 
finish in their kitchens . . . want fireplaces . .. prefer an eating 
area in their kitchens. 











THE NEW MINIMUM PROFERTY STANDARDS are expected to go in effect April 1 in 
most areas. A limited supply of books are now available in FHA 
field offices for study by dealers and builders. Copies may be 
ordered for $1.75 from the Government Printing Office in Washington. 
Orders will be filled beginning January 15. Both VA and FHA field 
staffs are now trained to interpret the new MPS's. The new rules, 
to repeat, become efective about April 1, and should be considered 
in planning all spring and 1959 building. 














BATTLES ON DISTRIBUTION have been rough this year, could be even more intense 
in 1959. This week a reliable source in Memphis reported that only 
one of the six jobbers in that city was still "clean" and not selling 
builders direct. Several retailers were getting set to pop "wholesaler" 
in their name and buy volume items direct from producers. 





In Kentucky, Louisville Builders Supply sold their retail yard and a 
hardware store. They announced increased emphasis on a division pro- 
ducing house components. The National Association of Commission 
Lumber Salesmen released a statement saying they had never seen 
distribution so chaotic. 











Both dealers and wholesalers are mapping plans to fight Wickes 
new caSh-and-carry yard, which opened near Elkhorn, Wis. about 
two months ago. The latest Wickes yard occupies 17 acres; it has 
50,000 square feet of storage area under roof and a 3,600 square 
foot retail store. Eight men currently handle the operation. 

A Wickes barrage of newspaper and direct mail promotion has just 
Started. Retail dealers in the area are frankly worried. 











THE NEW MINIMUM WAGE LAW has been drafted and was discussed informally with 
key legislators late this month. There will be a drive for a $1.25 
per hour minimum, which could mean a 25% increase for labor in this 


category. 





Another new bill being hatched calls for widening coverage of 
retail establishments now exempt from Wage-and-Hour regulations. 
This sharply affects retail lumberyards who have, in the past, 
been especially singled out as a prime target by government. 
Expanded coverage would be especially difficult for the small 
town yards fighting a tough battle to just survive. 








ARE ELIMINATED in NAHB's new research house recently completed at 
South Bend, Ind. New wall and ceiling components developed by 
Koppers Co., have a plastic core of great strength. Demonstra- 
tions and mock-ups of this new building technique will be shown 
at the builders’ convention next month in Chicago. Complete 
details of Koppers' bombshell will be carried in our January 

5th issue. 
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dealer-owned 
Merchandising Corp., 
Wynnewood, Penna., were within 
142% of a year ago, according to 
president Robert C. Frauenberger. The 
firm’s fiscal year ended September 30. 
At the end of the first six months, sales 
were off 8%, but recovered in the 
second half-year. Profits were slightly 
higher than the year before. 

“We had lower lumber and plywood 
prices during most of the year,” Frauen- 
berger said. “Therefore, we had to sell 
more to maintain our high total volume 
in our lumber, millwork and plywood 
departments. We had larger sales 
volume in plywood, white fir dimension, 
redwood, spruce, cedar products and 
millwork. Other lumber species had 
smaller sales volumes.” 

In building materials, sales were 
up on asphalt roofing, insulation board, 
and black fiber pipe. Sales were off 
somewhat in steel products, clay prod- 
ucts, plastics, paints and hardware. 

“We think our sales volume and 
profits for the coming year will be 
somewhat better,” Frauenberger said. 

Dealer-owned firm. “Lumbermen’s 
Merchandising Corp. is owned by re- 
tail lumber dealers in 14 eastern states,” 
Frauenberger said. Sales are made only 
to stockholders. 

“A dealer becomes a stockholder in 
LMC only upon being sponsored by 
the nearest stockholders to him and then 
waiting his turn for stock to become 
available,” he explained. “Sometimes 
this takes a year of so longer. Then he 
must be acceptable to all other stock- 
holders. One ‘no’ vote is enough to veto 
any otherwise eligible prospective stock- 
holder. This is the finest group of its 
kind in the country and it will be kept 
so. 

Not a reserve supply. “We are not a 
reserve supply company, but are strict- 
ly a wholesale building materials com- 
pany and operate as such,” added 
Freuenberger. “We are incorporated 
for profit and make profits. 

“However, we render services be- 
yond the scope of the usual wholesale 
organization. Our middle name is ‘mer- 
chandising’ and we help our customers 
improve their sales. 


Gross sales of the 


Lumbermen’s 


10 


at press time 
Dealer-Owned Wholesaler 
Reports Boost in Profits 


Pennsylvania dealers say that their wholesale firm gives 
them purchasing advantages plus effective merchandising. 


“The tool we use is a merchandising 
catalog for consumers sold on a 
franchised basis only to stockholder- 
customers. In addition, we issue sales 
and product bulletins at least twice a 
week. We hold clinics for our stock- 
holders twice a year.” 

Frauenberger explained that outside 
the 14-state area in which the company 
operates, the catalog is sold to lumber 
dealers by representatives of Apollo Ad 
Service, the firm’s ad agency. Current- 
ly, dealers in California; Oregon and 
Washington are being called on and 
offered this catalog by an Apollo 
salesman. 


Consumer prices listed. “The catalog 
contains prices,” Frauenberger said. 
“We suggest no prices. Each dealer has 
his own prices printed in his catalogs 
when he orders his catalogs. These 
prices often vary considerably over the 
14 states in which our stockholder- 
customers operate.” 

Experience with the catalog was re- 
ported by Daniel Clinger, Clinger 
Lumber Co., Milton, Penna., a director 
of the corporation. 

“We distribute these catalogs trom 
door-to-door in the immediate trading 
area each spring,” Clinger said. “Our 
selling prices are inserted when the book 
is printed and do not necessarily reflect 
the exact prices the following spring. 

“It is useful in getting contractor 
business,” he added. “However, the 
main target is the homeowner, the far- 
mer and the do-it-yourselfer. We retain 
a few for distribution at our store.” 

Clinger said the catalog costs 15¢ 
each for 5,000 copies of a 16-page 
catalog or the same price for 15,000 
copies of a 32-page catalog. 





Plastics to Bring New Building Shapes 


Sandwich panels marketed for interior room dividers, 


drop ceilings, skylights. 


One way in which plastics can suc- 
ceed in the construction field is by 
displacing familiar and well entrenched 
materials. 

But for more permanent success, 
plastics must change the forms in 
building themselves so that the plastic 
material becomes the only logical 
solution. 

George Nelson, industrial designer, 
brought out this point at the National 
Plastics Exposition in Chicago last 
month, where plastics people were 
celebrating giant strides and contem- 
plating greater inroads into the build- 
ing field. r 

“The sky dome, for instance,” Nelson 
said, “could not economically be du- 
plicated in glass, the traditional mate- 
rial for skylights. In the same category, 
one finds the corrugated plastic sheets 
reinforced with fiberglass which have 
made great strides in industrial con- 
struction and are beginning to show up 
in such residential uses as porch roofs, 
car shelters, etc.” 

‘” Tie with prefab. Rigid plastic foams 
have great potential in building as ‘in- 
sulation and as parts of prefabricated 
components, according to Albert G. H. 


Dietz, professor of building engineering 
at Massachusetts Institute of Technol- 
ogy. 

“Of the types of rigid cellular 
plastics, the three most active in 
building are the phenolics, the urethanes 
and polystrenes,” he said. 

“The ability to foam in place or to 
foam to any desired shape should offer 
possibilities not available in other ma- 
terials,” Dietz said. 

Sandwich panels. More than 30 mil- 
lion pounds of reinforced plastics are 
being used in construction this year, 
according to the United States Rubber 
Co. This is 25% more than in 1957. 

Present use is mainly for flat and 
corrugated reinforced plastic sheets. 
In the future you'll be seeing more 
“sandwich panels,” interior partitions 
which transmit soft, even light with un- 
usual patterns. 

One sandwich panel is made with 
two flat polyester-glass sheets laminat- 
ed to a core which can be made of a 
variety of materials such as wood curls, 
honey-combed-tfeated paper and alum- 
inum. A picture of this panel, marketed 
cby Naugatuck Chemical division of 
U. S. Rubber Co., is at right. 
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Dealers Interest High in 


Mechanical Handling 


Demonstrations at NRLDA Exposition in Chicago drew 





Demonstrations of mechanical han- 
dling equipment unloading lumber and 
building materials from railcars at the 
International Amphitheatre drew ca- 
pacity crowds at the NRLDA Ex- 
position last month. 

Robert B. Brown, NRLDA materials 
handling director, estimated daily at- 
tendance at 800. 

Beginning with the unloading of 
unitized plywood and studs from a 
single door boxcar, the demonstrations 
then moved to unloading of unitized 
lumber from double-door cars. Double 
McCracken packets (4’ wide) were 
handled with a Fowler loader and 
single 2’ widths were handled with a 
McCracken Mod-U-Lift boom attach- 
ment to fork lift truck. 

End-loading of 4’-wide and 2’-wide 
packages were demonstrated by several 
lift trucks. 

Boxcars unloaded at the show used 
“Brace-fast” inflatable rubber dunnage. 
The lumber arrived in perfect condition 
for mechanical unloading. 

Package size. Jim McCracken, retail 
lumber dealer from Leechburg, Penna., 
spoke daily on his McCracken modular 
lumber system. 

McCracken’s 2’-wide modular pack- 
ets will be used in what might become 
the standard lumber package, 4’-wide 
and 2’-high. Each of the 2’-wide Mc- 
Cracken packets will be individually 
strapped, then strapped together. Test 
shipments using this system, which was 
shown at the Exposition, will be made 
this winter, sponsored by the NRLDA 
materials handling committee. 

(The McCracken modular lumber 
system was first described in Ameri- 
can Lumberman. Reprints about the 
system are available at 50¢ each from 
American Lumberman, 59 E. Monroe, 
Chicago 3, IIl.) 

Swing shift. Fork lift trucks using 
LP gas were demonstrated at the Ex- 
position. Swing-swift attachments for 
lift trucks attracted a lot of interest. 
When used with side-shift attachments 
the swing-shift provides maximum flexi- 
bility for building materials handling. 

The Verti-Roll, a wheeled clamping 
device for upright handling of gypsum 
board and other sheet materials, was 
shown for the first time in a simulated 
on-the-job unloading demonstration. 

Another idea new to dealers is the 
“Truck-Out”, which allows any type of 
truck to pull itself quickly out of mud, 
sand or snow. It consists of steel cleats 
extending across the truck’s dual wheels 
and held in place by a nylon bag in- 
flated with air from one of the truck 
tires. 

Director Brown said that more than 


an audience of 800 each day. 








500 questions were handled each day 
of the Exposition in the Materials 
Handling Information Center. 

(See your Dec. 8, 1958 issue of 
American Lumberman for the com- 
plete story of Exposition clinics and 
new products introduced at the show. 
Other new products shown for the first 
time at the Exposition are shown in 
this issue, page 41.) 


Lu-Re-Co Founders Honored 

More than 700 lumber dealers 
honored the five founders of the Lum- 
ber Dealers Research Council on its 
tenth anniversary in Chicago last 
month. The founders were C. A. 
Thompson, Champaign, Ill; R. A. 
Schaub, Whiting, Ind.; W. H. Scheick, 
Washington, D. C.; J. D. McCarthy, 
Springfield, Il]. and Arthur A. Hood, 
Chicago. 


National Wood Council 

The National Lumber Manufacturers 
Association has authorized formation 
of a National Wood Council to co- 
ordinate the promotional programs of 
all wood industry organizations. 

NLMA’s 35-man National Wood 
Promotion committee, under the chair- 
manship of A. B. Hood, has also 
adopted a wood mark and slogan to 
help merchandise the current promotion 
campaign for wood products. 

These moves were made at the 
group’s November meeting, where 
Robert M. Ingram was inaugurated as 
the new NLMA president. Ingram is 
president and general manager of the 
E. C. Miller Lumber Co., Aberdeen, 
Wash 












Low-Cost Scoop 


A sand scoop attachment for a fork 
lift truck (pictured above) was displayed 
at NRLDA show by Frank Hankins, 
Jr., H. H. Hankins & Bro., Bridgeton, 
N. J. The scoop can be built for $182, 
weighs 240 pounds, Hankins said. 

“We're really not in the sand busi- 
ness,” he said, “but sometimes we're 
called on to deliver sand. We lean 
boards against the stakes of our lumber 
truck, scoop the sand into the box this 
makes. 

“The scoop we built fits on the forks 
of a lift truck. Two men can lift it. 
Its sand capacity is 1% tons. We push 
it into the sand pile, take a load of sand, 
then dump it with the trip-rope onto 
the truck-bed.” 

Hankins said his yardmen use the 
scoop in cleaning snow out of the yard 





9,304 Record Crowd 
Attend NRLDA Exposition 


Attendance at the fifth annual 
National Retail Lumber Dealers’ 
Exposition in Chicago last month 
totaled 9,304, a new record, 
NRLDA reported. 

This figure included dealers, ex- 
hibitors and other personnel. Next 
year’s show will be held in Cleve- 
land, Ohio. 
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NRLDA OFFICERS—1959 officials for the National Retail Lumber Dealers Association 


are (I. to r.) E. H. Libbey, secretary; Leslie G. Everitt, Colorado Springs, Colo., second 
vice-president; Herbert W. Blackstock, Seattle, Wash., president; Paul V. DeVille, 
Canton, Ohio, first vice-president; W. B. Oldham, Dallas, Texas, treasurer and 


H. R. Northup, executive vice-president. 
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Dealers Invited to Home Improvement 
Trade Show in New York City 


The Home Improvement Products 
Show, scheduled for the Coliseum, New 
York City, February 4, 5 and 6, 1959, 
will require twice as much floor space 
as last year’s show. 

There will be twice as many exhibi- 
tors and twice as many products dis- 
played for lumber dealers and other 
retailers, according to Robert Pomer- 
ance, management director. 

“Home improvement products start- 
ed out with the specialty dealer, but 
now they have found their way into 
lumber dealer and other types of stores,” 


Scant Lumber in Florida 


Scant measure 1-9/16” lumber 
stock has been noted in Florida, ac- 
cording to D. W. Wayne of the West 
Coast Lumber Inspection Bureau. 

Wayne told a dealer meeting in 
Sarasota that the confusion wrought 
by the scant lumber from irresponsi- 
ble suppliers is now being eliminated. 

The meeting was sponsored by 
Cilco of Tampa, Inc., wholesale 
lumber distributors. Cilco is said to 
be the first distribution yard to main- 
tain regularly scheduled cargo ship- 
ments of lumber from the Pacific 
Coast consigned to Tampa. The com- 
pany has opened a new office in Fort 
Lauderdale. 


said Pomerance. 

Although the do-it-yourself market 
runs into several billion dollars a year, 
he said that the “surface has merely 
been scratched.” 

Among the products to be displayed 
at the “HIPShow” will be aluminum 
specialties, garage doors and automatic 
operators; inter-c om s, combination 
windows and doors, fiberglass and 
plastic products; metal and canvas 
awnings; carports, prefab houses and 
fireplaces; attic fans, tub enclosures, 
swimming pools and folding partitions. 


Firms in New Locations 


After 25 years of serving its custo- 
mers in downtown Long Island City, 
Norman Lumber Co. has forsaken its 
urban location and moved to the sub- 
urbs. It is now located at 100 East 
Old Country Road, Hicksville, L. I., 
N. Y., P. O. Box 52. 


After 21 years in the same location, 
the Harbor Plywood Corp. warehouse 
in Los Angeles has been moved to 
new, larger quarters at 2800 Supply 
Ave., Los Angeles 22, reports Robert 
Stelzer, director of sales, at Harbor’s 
general headquarters, Aberdeen, 
Wash. 





GEORE: 








Lr ons Ege 


ems: Psy, 


Pe se 


“Ps 
C0. % 
. bind 4 Peery: 


Sie 


es 
ORs bg $n 


Wrapped Lumber for Handyman Trade 


Lathrop Leishman of Crown City 
Lumber Co., Pasadena, Calif., shows 
off lumber, above, which is received 
at his yard in wrapped packages. The 
wrap is said to be “dust-tight, weather 
tight, flexible and tough.” 

The Fortifiber Corp., which makes 
the machinery for wrapping lumber, 
reports the following companies have 
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placed orders for Fortifiber equipment: 


Pacific Lumber Co., Georgia-Pacific, 
Weyerhaeuser Lumber Co., Anaconda 
Co., Diehl Lumber Co., T. Herbert 
Bate Co., Potlatch Forests Inc., Simp- 
son Redwood Co., Haener Lumber Co., 
Kalispell Lumber Co. and Northwest 
Timber Structures. 


Sullivan Heads Lumber 
Distributing Yards 

Robert J. Sullivan, Sullivan Hard- 
wood Lumber Co., San Diego, Calif., 
has been elected president of the Na- 
tional Wholesale Lumber Distributing 
Yard Association. 

Other officers include Robert W. 
Sconce, Ist vice-president, Omaha 
Hardwood Lumber Co., Omaha, Neb.; 
Hill Youngblood, 2nd vice-president, 
Youngblood Lumber Co., Minneapolis, 
Minn. and Don White, secretary, White 
Brothers, Oakland, Calif. 


Profits by Selling Labor 

Carl Speltz, Speltz Lumber Co., 
Kearney, Nebr., now has 20 carpenters 
on his payroll, plus several licensed 
plumbers and electricians. Volume this 
year for the yard as a whole is up 10% 
or more with profits even better than 
last year. Prospects for 1959 are good 
with farm trade booming. 

On remodeling jobs Speltz gets his 
full markup on materials, plus a 20% 
gross markup on supplied labor. He 
reports plumbing and electrical especial- 
ly return a top profit because few 
customers shop or really know the price 
of materials supplied. 


Kitchen Packages Promoted 
in Behalf of Lumberyards 

Creating increased awareness of 
kitchen remodeling is the aim of HOME 
magazine’s winter issue, now in the 
mails to over 300,000 customers and 
prospects of lumber dealers throughout 
the U.S. and Canada. 

Eleven pages are devoted to kitchen 
renovation ideas, information and pro- 
jects. Additional pages touch on re- 
lated mechanical and decorative in- 
stallations. 

“How to Plan Your Own Kitchen” 
shows the differences between one-wall, 
corridor, divider, “U” and “L” shaped 
kitchen floor plans. It outlines how 
homeowners must consider basic family 
needs and space limitations as well as 
suggested minimums proposed by the 
National Institute of Wood Kitchen 
Cabinets. 

The article, ““Today’s Kitchens Don’t 
Go Out of Style,” sells the classic 
simplicity of modern kitchens. It shows 
installation details and a finished view 
of a small contemporary kitchen. It 
promotes the idea that an investment 
now in a new wood cabinet kitchen will 
be immediately reflected in the resale 
value of any home. 

“Modern Kitchen Cabinets” on pages 
10-13 of HOME’s winter issue gives 
uses and specs of wood kitchen cabinets. 

Another two-page spread gives a 
handsome review of the latest profes- 
sionally-designed kitchens. All articles 
make reference to the individual dealer’s 
front cover imprint, thus directing con- 
sumer interest to the local sponsor. 

Information on _ sponsorship of 
HOME magazine to your consumer 
trade can be obtained from Home 
Maintenance & Improvement, 59 E: 
Monroe, Chicago 3, Ill. 
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CUPPLES 


SINGLE-HUNG 
ALUMINUM WINDOW WITH 


able sash 



























































Note these other outstanding features 
Integral fin-trim—just 4 nails to tnstell. Both home builders and home buyers have been quick 
to see the advantages of this modern, new Cupples window. 
With its easily removed sash, it can be cleaned from 
the inside. Therefore, it is an ideal window for split-level 
and two-story homes as well as for single-story dwellings. 


Weatherstripped with metal-backed fabric. And that means a big, unlimited market for Cupples dealers! 


Equipped with the finest mechanical balance, 
assuring whisper-soft operation. 


Stronger, more rigid. Dust and draft-free. ‘ : 
From every standpoint, Cupples new single-hung 
Never binds or sticks. Never needs painting. window is superior in design and construction. Yet, thanks 
. to automation, it is priced lower than any previously 
FHA approved. No service call-backs. 
built. Dealers who promote it aggressively are sure of a 


big, profitable business. How about you? 


Meets the specifications of the Aluminum 
Window Manufacturers Association. 
NOW’S THE TIME TO GET INTO THE ALUMINUM WINDOW BUSINESS 
A Cupples franchise can be profitable to you from the start. You can offer 
your customers windows precision-designed and manufactured, yet 


competitively priced. And you will be associated with a company whose 


reputation for integrity is unquestioned. Write today for details 


PRODUCTS CORPORATION 


i ., Ca + BS. 078 SR. 8.80 © @,.& 6. 2. & 6.6 & @ © 6 ee. 2.0 & @ 


2653 South Hanley Road °*_ St. Louis 17, Missouri 
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New Automatic Machine for Trusses 


You can cut, notch and groove 
trussed rafters by automation with a 
new machine developed for retail 
lumber dealers. 

A system of saws, drills and pneu- 
matically controlled clamps do _ the 
job, according to Ruvo Engineering 
Co., manufacturer. Joints are prefab- 
ricated rather than assembled in a jig. 

Only four members are needed and 
only a single connection is required 
at each joint. 

Operated by two men, the capacity 
of the machine is said to be 60 trusses 
an hour. 

Only 33 feet long and occupying 
under 132 square feet of plant space, 
the machine has three saws as well 
as a double saw to cut a mitre or 
“birds mouth” in the top chord mem- 
bers. It also includes drill presses 
capable of boring and grooving the top 
and bottom of the piece for Teco 
Wedge-Fit split rings where required. 

Three air-operated holding clamps 
straighten out and hold members in 
place while the saws and drills are in 
operation. Pieces up to 28’ long and 
4”x10” size are handled. 

With addition of an automatic feed 
device, the machine can be operated 
with only one man, the maker says. 


New Utah Wholesaler 


A combination warehouse and office 
(50’ x 135’), which will become head- 
quarters for lumber and building ma- 
terial sales, is being erected in Ogden, 
Utah by the Adams Wholesale Lumber 
Co. 

In the picture above, pre-stressed 
concrete roofing panels weighing 31% 
tons are being swung into place for 
the new $60,000 building which will 
open early in 1959. 

Erection of the warehouse is super- 
vised by Donald I. Campbell, a con- 
tractor and builder who will manage 
the new firm. Leonard Adams, former 
owner of the Royal Coal & Lumber 
Co., Ogden, is president and his son, 
Homer, is secretary-treasurer. The 
management is considering opening a 
retail outlet. 


* Lex Taylor has been appointed sales 
manager of the wholesale division 
serving all areas except California for 
Clay Brown & Co., Portland, C~ 
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RUVO TRUSSED RAFTER fabricating ma- 
chine drills and grooves bolt hole and 
ring groove in one operation on both 
sides of the truss member where re- 
quired. The saws trim members, insuring 
accurate assembly. The double saw 
cuts a mitre in upper chord connections 
at heel to provide for overhang. 


For further information write Tim- 
ber Engineering Co., Dept. A.L., 1319 
18th St., N. W., Washington 6, D. C. 


News Makers 


* Butler Mfg. Co., Kansas City, Mo., 
announces the promotion of Richard C. 
Schaub to product manager, plastics 
department, buildings division. In his 
new position, Schaub will supervise 
the sales activity of the department, 
which produces translucent building 
panels for industrial skylighting, win- 
dow glazing and interior partitioning. 


¢ Dr. Bernard J. Gaffney has been 
named director of engineering, Wood 
Conversion Co., St. Paul, Minn. He 
succeeds Frank A. Morris, who is re- 
tiring after 14 years with the firm. Dr. 
Gaffney was formerly manager, New 
York office, Rust Engineering Co. 


¢ The appointment of Harry C. Smith 
as director of marketing, Curtis Com- 
panies, Inc., Clinton, Iowa, is an- 
nounced. He will be in charge of ad- 
vertising, merchandising, sales pro- 
motion, market research and product 
promotion. 


¢ Curtis Companies, Inc., Clinton, 
Jowa, announces that its president, 
George M. Curtis, has been elected 
chairman of the board and chief ex- 
ecutive officer. Perce C. Rowe, former 
president of The Flintkote Co., has 
been elected president of Curtis. 


809 Exhibitors to Show 
Building Products 

More than 800 exhibitors will par- 
ticipate in the fifteenth annual conven- 
tion and exposition of the National 
Association of Home Builders, January 
18-22 in Chicago. 

Exposition halls will include those 
in the Conrad Hilton and Sherman 
hotels and the Coliseum. 

Clinics on home _ merchandising, 
home financing and research will be 
featured events. 

Registration fees are $15 for men 
and $10 for women. Checks must ac- 
company registration application and 
mailed to NAHB Convention and Ex- 
position Headquarters, 140 South Dear- 
born St., Chicago, III. 


Plastics by National Gypsum 

Plastic engineers have been added to 
the research staff at National Gypsum 
Co., according to Melvin H. Baker, 
chairman of the board. Baker said his 
company is well pleased with a new 
plastic-coated gypsum board now in 
the pilot plant stage. Other products 
are also being investigated. He believes 
many existing building products will 
be blended or combined with plastics 
in the near future. 





Robert L. Sweet Dies 

Robert Lockwood Street, presi- 
dent, R. L. Sweet Lumber Co., 
Kansas City, Mo., succumbed to 
a brain tumor November 21. He 
was 56 years old 

After having worked as a 
laborer in a lumber camp on the 
West Coast for two years, Mr. 
Sweet returned to Kansas City 
to start his own lumber business 
in 1935. 


The Sweet Lumber Co. was the 
first in Greater Kansas City to 
use mechanical handling equip- 
ment for the loading and unload- 
ing of lumber and the first lum- 
ber firm in the middle west to 
manufacture roof trusses, wall 
sections and platforms for house 
construction. 

As a member of the education- 
al committee of the NRLDA, Mr. 
Sweet was instrumental in organ- 
izing the first 30-day school for 
the training of lumbermen in the 
U. S. and he taught the first 
class to he held in Missouri. 

Active in civic affairs, Mr. 
Sweet became president of the 
Chamber of Commerce of Kan- 
sas City on Dec. 8, 1955. In 
1957, he was honored as man-of- 
the-month of Greater Kansas 
City and also by the NRLDA for 
his contribution to the lumber 
industry. 

He is survived by his wife, 
Louise; and two daughters, Mrs. 
Ralph E. Kiene, Jr., and Mrs. 
Melvin H. Clingan. 
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STILL STEAMING, a load of preservative 
treated-lumber is drawn from Conrad's 
pressure ‘‘cooker’’ at his Coos Bay, 
Oreg., lumberyard. 


; me 5 * 
INTO THE CYLINDER goes the lumber. 
The equipment used is similar to that 
used in large production treating plants, 
but on a much smaller scale. 


Pacific Northwest Dealer Taps 
New Market With Treating Plant 


What is believed to be the first 
pressure-type lumber preservative 
treating plant in a retail lumberyard 
west of the Mississippi River has 
been opened by the W. J. Conrad 
Lumber Co., Coos Bay, Oreg. (trad- 
ing area population, 16,500). 

There’s an increasing infestation of 
termites along the Oregon coast and 
Roger Conrad is seeking to become 
headquarters in his area in the battle 
against them. 

“We became interested in this busi- 
ness recently when we discovered that 
wood deterioration from rot and in- 
sects is quite extensive in this area,” 
Conrad told American Lumberman. 

“Treated lumber from the closest 
plant was expensive because of the 
high freight or our small require- 
ments. We feel there is a good poten- 
tial for treated lumber in our trading 
area if it can be offered at big-city 
prices.” 





saather “lat” tee 
CONRAD LUMBER 














MARKET-BUILDING AD used by Conrad 
to announce the ready availability of 
preservative treated lumber. ‘There's 
still a lot of work to do in establishing 
a market,"’ he says. 


Small plant erected. During mid- 
October, Conrad completed installa- 
tion of a small pressure-treating plant 
at the yard which can handle approx- 
imately 3,500 feet of lumber in an 
eight-hour production cycle. 

“We now have our plant operating 
satisfactorily,” Conrad said, “and are 
pushing a sales campaign to sell our 
plant’s capacity. For the light con- 
struction industry in this area, pre- 
servative treated lumber is a relatively 
new product. It’s going to take much 
public education through advertising 
and direct selling. 

“We have had good acceptance of 
pressure treated lumber among our 
local builders and have sold several 
house jobs to them. They buy treated 
posts, beams, joints, subfloor and sills. 

Sales potential. “We see sales poten- 
tial here for fence posts, pole-type build- 
ings, docks, flumes and sign posts 
and we're working to develop these 
markets. 

“I feel it will be a full year before 
this can be considered a_ profitable 
venture. Our success will depend 
largely on our ability to sell the idea 
that pressure treated lumber is as 
good an investment as fire insurance.” 

Conrad’s plant was developed by a 
manufacturer of preservative chemi- 
cals. The process leaves the lumber 
clean to handle with no odor. Lumber 
is loaded on a small rail car and 
pushed into the pressure cylinder. The 
chemical is forced into the wood by 
vacuum. 

Douglas fir, the lumber treated by 
“onrad, has a cellular structure which 
makes chemical penetration difficult 
under treatments less rigorous than 
the pressure process. 

Dealers interested in learning more 
about pressure-treated lumber, the 
various pressure treatment chemicals 
available, and possibilities for setting 
up their own small pressure treating 
plants, may write American Lumber- 
man, 59 East Monroe Street, Chicago 
3, Il. 
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More Aluminum Products for 
Lumberyard Distribution 


Threat to established dealers also seen in Atlanta's 


‘aluminum supermarket" 


You may now merchandise a new, 
competitively-priced combination alu- 
minum screen and storm door under 
your own trade name. 

F. C. Russell Co., Columbiana, 
Ohio, will manufacture the door for 
you. Made of zinc-coated tubular metal, 
finished in white baked enamel, the 
door can be profitably retailed for 
$39.95, according to the Russell com- 
pany. 

A set of installation instructions is 
packed with each door. A retail adver- 
tising and promotion program is now 
underway to help distributors and 
dealers merchandise the door. News- 
paper ad mats, TV and radio com- 
mercials, point-of-sale displays and di- 
rect-mail are also available. 

Expand lines to dealer. In another 
marketing move, the Wells Aluminum 
Co., North Liberty, Ind., has greatly 
expanded their metal building product 
lines for dealer distribution. 

Formerly, the company marketed 
only its storm doors and windows 
through its Kelco division, which caters 
to dealers. Now this division will 
handle jalousies, windows and doors, 
extruded aluminum lineals for storm 
door and window fabrication and alu- 
minum thresholds 

Lewis C. Laderer, vice-president, 
Wells Aluminum, foresees a far-reach- 
ing distributor organization. Wells’ deal- 
ers, in effect, will become fabricators 
of their own aluminum products. “Our 
company has devised a low-cost method 
of tooling for the local dealer,” said 
Laderer. Special field men will assist 
dealers in setting up the necessary tool- 
ing and in organizing fabricating pro- 
cedures. 

Interested dealers may contact Wells 
Aluminum, Dept. A. L., North Liberty, 
Ind. 

Aluminum supermart. While some 
companies were expanding opportuni- 
ties in metal products for lumber and 
building material dealers, as reported 
above, a threat to established dealers 
was revealed in Atlanta, Ga. 

Aluminum Sales and Service, Inc., 
Atlanta, is a “small-scale retail alu- 
minum supermarket,” according to its 
president and general manager, H. E. 
Hicks. 

Hicks, formerly southeastern regional 
sales manager for Reynolds Metals Co., 
said that his is a pioneer operation and 
will set a pattern for similar stores in 
other areas, if successful. 

Previously aluminum retail stores 
have been confined to the New York 
and New Jersey metropolitan area. 
Most of those stores are “discount” or 
price-cutting operations, however. 

The Atlanta aluminum supermarket 
is stocking residential siding, gutters, 
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thresholds, moldings, screens, screen 
doors, awnings, fencing, roofing, in- 
sulation, shingles, furniture, shutters, 
ventilators, ladders, mailboxes, patio 
covers and do-it-yourself aluminum 
products. 

The store caters to contractors as 
well as consumers. 

Hicks said that the store has been 
extremely successful since it opened 
in July of this year. He said that the 


Brick and Tiie Man Tells How 
To Create Wood Sales 


Ralph E. Yoder, Jr., a well-known 
Western forester and regional director 
» of the Pacific 

Northwest Brick 

and Tile Associa- 

tion, told Seattle 

lumber people last 

month that what 

every segment of 

building materials 

: industry needs is 
— “creative sale s- 

Ralph E. Yoder manship.” 

Yoder spoke before the Seattle Hoo- 
Hoo Club, a chapter of the fraternal 
order of lumbermen. 

His audience responded to the chal- 
lenge of creative thinking posed by 
Yoder. They suggested that Hoo-Hoo 
chapters sell the appeal of wood for 
luxury, comfort, pleasure, relaxation, 
convenience and durability. “Sell the 
end-use of wood and not the price,” 
was one suggestion. 

The speaker gave prizes in the form 
of miniature bricks molded into cuff- 
links for the best creative sales sug- 
gestions. 

Yoder is a graduate forester and a 
member of the Society of American 
Foresters. He is a past president of the 
Producers Council. 


company has made a substantial profit 
during its first five months. 

Prefab knee wall. You can now 
supply and install complete porch en- 
closures at greatly reduced costs by 
using a prefabed knee wall available 
from Air Master Corp., Philadelphia, 
Penna. 

The aluminum knee wall is erected 
as a unit, regardless of irregularities in 
home contours, according to Harvey 
Hewit, president of Air Master. 

Other Air Master lines include com- 
bination and jalousie windows and 
doors. The company will help lumber 
and building material dealers fabricate 
aluminum products. 

The knee wall will be on display at 
the third annual Home Improvement 
Products Show in New York City’s 
Coliseum, Feb. 4-6. 1 


Opens 23rd Supermart 


The New England-wide chain of 
Grossman building material stores re- 
cently added a branch in Marshfield, 
Mass., No. 23 in a growing list of one- 
stop supermarkets. In a “Salute to 
Marshfield,” managers of the other 
22 Grossman firms staged special 
feature events in their stores to signal 
the opening of the new branch. 


Rules for Advertising 


Your nearest Better Business Bu- 
reau office now has copies of a book- 
let, “How to Advertise Comparative 
Price and Savings Claims.” This is a 
digest of Federal Trade Commission 
rules about deceptive price advertis- 
ing, recently enacted to clean up false 
claims in retail ads. 


Buys Bryan Builders Market 

The 102-year-old lumber firm of 
Kelsey & Freeman, Toledo, Ohio, has 
acquired the assets of Bryan Builders 
Market, Inc., Bryan, and will operate 
the retail yard as a division, reports 
president John R. Kelsey. Herbert A. 
Huffman, former owner of the Bryan 
firm, will remain as general manager, 
Kelsey said. 





| MARKETING TEAM—A new- 


ly formed market research 


and sales programming 
team has been appointed by 
Weyerhaeuser Sales Co., St. 
Paul. Director of the group 
is Arthur Lahey (second from 
right), formerly manager, 
product sales. His assistants 
are Seymour Kroll (left), 
manager, market research; 
William N. Owen (standing), 
manager, sales program- 
ming, and Ortie E. LaVoy 
(extreme right), manager, 
product lines. 
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Work with your AIM*... Northern Indiana Lumber & Coal Co. does... 
Acme idea packages cut lumber yard expenses 


LUMBER PACKAGING METHODS DEVELOPED BY ACME STEEL 
COMPANY are paying off for Northern Indiana Lumber and Coal 
Company, Whiting, Indiana. (Idea No. U1-16) 
This lumber and building supply dealer specifies carloads of lumber 
packaged and braced the Acme Idea way at the mill. Packaged lumber 
shipments arrive in good condition, ready for fast unloading with 
Acme Idea Man . mechanical handling equipment. This gives Northern Indiana Lumber & 
Andy Bassi helps 4 Coal Co. a number of ways to cut operating costs and reduce overhead. 
many companies — % For example: full use is made of mechanical handling equipment for 
to better, more ; unloading and yard handling of lumber. Both inventory control and order 
economical materials 7 ; = filling are speeded. Manpower is used to best advantage and conserved 
handling and © 4 since the time-consuming manual work of handling, stacking, checking 
product protection. he A and assembling orders has been eliminated. The yard crew handles more 
orders per working day, and customers are pleased by faster, 
more efficient service. 
*Work with your Acme idea Man and cut costs by applying Ideas such 
as this to your business. Or write Acme Steel Products Div., Dept. ABU-128, 
Acme Steel Company, Chicago 27, Illinois. In Canada, Acme Steel 
Company of Canada, Ltd., 743 Warden Ave., Toronto 13, Ontario. 


aut STEEL STRAPPING 
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what's the PRICE? 


Lumber production nationally in October was greater 
than in any month during the last two years. With the on- 
set on winter, November saw some production drop, with 
still more in the opening weeks of December. Major west 
coast mills reported they were making production cuts “to 
stabilize production at a level that will meet orders for the 
rest of the year.” Many mills will remain closed the Friday 
after Christmas and New Year’s Day, some for the entire 
holiday week. 

Pricewise, western species have held a fairly even level. 
Mills are looking to next year with confidence, see no rea- 
son for shading their lists now. Weather nationally has 
been good until the mid-December cold wave cut construc- 
tion sharply in most lumber consuming regions. A strike at 
some B. C. mills is helping stiffen U. S. lumber prices. 

Weak prices seem to prevail in Economy grade dimen- 
sion and all grades of green fir boards. 


Current Retail Price Levels 


(Prices at retail to typical one-house contractor customer, not including discounts to volume accounts or cash buyers. These price level figures 
are averages of the prices reported for this period. They do not necessarily show a trend from the last issue.) 


Zz 1 Zone 2 z 3 Zone 4 Zone 5 Zone 6 Zone 7 Zone 8 
North Middie South East North East South West North West South Mountain 
LUMBER Atlantic Atlantic Atlantic Central Central Central Central 


Douglas fir: 
Dimension: Std. & Btr. green R/L 2x4 $130 $126 a $142 $122 
Std. & Btr. dry R/L 2x4 $145 $140 5 $142 $132 
Std. & Btr. green R/L 2x10 — memes $145 $132 
Std. & Btr. dry 2x10 R/L $150 $147 $140 
Boards: Std. & Bir. green R/L 1x6 and 1x8 —— die $125 


West Coast Hemlock, White Fir: 
Dimension: Std. & Btr. dry R/L 2x4 125 $132 -- $115 
Std. & Btr. dry R/L 2x10 130 s rorre 
Boards: Std. & Btr. dry R/L 1x6 and 1x8 — $115 $125 


Western Pines: 
Boards: No. 2 & Bir. dry 1x8 R/L $45 or $182 
shiplap 
No. 3 & Btr. dry R/L 1x8 $4S or $138 
shiplap cone 
No. 4 Btr. dry R/L 1x8 S4S or $102 
shiplap 


Zone 9 
Pacific 


$104 
$122 
$105 
$124 
$ 97 


$112 
$114 
$100 


Southern Pine: 
Dimension: No. 2 & Btr. dry R/L 2x4 
No. 2 & Btr. dry R/L 2x10 
Boards: No. 2 & Btr. dry R/L 1x8 S45 or 
D & M or shiplap 


Hardwood flooring: 
Cleor oak 25/32"x2%,” 
Select ook 25/32"x2%,” 


Interor Softwood Paneling: 
No. 2 ponderosa pine R'W 
No. 3 ponderosa pine R'W 
Wood Siding: 
Redwood bevel siding 3/,’x8” 
Cedar bevel siding %/,’’x8” 


Wood shingles: 
Cedar shingles 5/2 #1 Bive 


Label 





PLYWOOD: 
Fir, Ve" DFPA-AD interior give 
Fir, V4" DFPA-AD exterior glue 
Fir, %” DFPA-CD sheathing interior give 
Fir, 2” DFPA-CD sheathing interior glue 
Fir, %” DFPA-CD sheathing interior glue 
Birch, 1/,” A2 $4 
Philippine mahogany, '/, 


” 


rotary cut 





MILLWORK: 
il. mohogany flush door 
14%4"-2-6x6- 
Birch flush door 1%”"-2-6x6-8 
Double hung window unit 
2-4x4-6, glazed, weather- 
stripped and balanced 


BUILDING MATERIALS: 
Outside white pcint, first grade 
8d common steel nails 
Mineral wool insulation, fullthick bott 
Wood fiber blanket, std thick 
Ceiling tile 12”x12” 
Acoustical ceiling tile 12x12” 
1%” insulating building beard 
25/32” insulating sheathing 
%%" gypsum wallboard 
3,”" gypsum sheathing 





6.64 
00 


Sao 
ooune 
no 

= 

SS Bo 
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$ 16. 
$ 76. 
$157. 
$209. 
$113 
$ 87. 
$ 60 
$ 71 
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$ 65 
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LEvanife 
HARDBOARD... 


LEvaneer 
FIR PLYWOOD... 


Stock Evanite and Evaneer, and you'll enjoy a fast 
turnover. 

Evanite hardboard is in demand because it cuts 
costs .. . is easy to use (even for do-it-yourselfers) 
. . . and transforms plain, ordinary rooms into 
beautiful new living areas. To provide variety for 
your customers, stock all five Evanite textures .. . 
including the modern new pre-finished Driftwood + EVANEER 
paneling shown above. | 5 

Evaneer fir plywood solves a wide range of build- 
ing problems, provides unlimited sales potential. 
Both interior and exterior are DFPA grade-marked 
for uniform quality. 

Your jobber can receive both Evanite hardboard and 
Evaneer fir plywood in the same carload. 


Evaneer and Evanite are trademarks of Evans Products Company 


EVANS PRODUCTS COMPANY, DEPT. S-12, PLYMOUTH, MICH.; Sales Offices: Plymouth, 
Mich.; Danbury, Conn.; Chicago, Ill.; Los Angeles, Calif.; Tampa, Fla.; Coos Bay, Ore. 
EVANS PRODUCTS COMPANY also produces: fir lumber; Evanite® battery separators; 


PUWO0D AND MAROBQARO railroad loading equipment; truck and bus heaters; bicycles and velocipedes; 
Haskelite building panels, Plymetl & doors; Evanite Plywall 





It pays to buy from your jobber! 
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Value of new construction in November topped the year- 
ago level and showed a less than seasonal decline from Oc- 
tober levels, according to the U. S. Departments of Com- 
merce and Labor. So far this year, private spending on con- 
struction amounts to approximately $31 billion. There 
have been gains in home building and most types of non- 
residential building, but these have been offset by the sharp 
decline in industrial building. Outlook for this winter are 
for volume to remain at present levels, with a resurgence in 
the spring. 


Until the onset of the early December cold wave, build- 
ing weather was good throughout most of the nation, with 
dealers’ business volumes showing good increases over a 
year ago. In general, most dealers reported they expect their 
fourth quarter sales to be substantially better than last year. 


High level of building has resulted in a steady movement 
of lumber and building materials to retail yards. Prices 
have been steady. There is some worry that next spring’s 
building volume will be hurt by expected mortgage money 
tightness, but there seem to be as many dealers expecting 
the building money market to be fai’ to good in the early 
months of 1959. 


Dealers’ sales in areas depending on automobile busi- 
ness are showing an upturn since the 1959 models came 


Millions 





NEW PERMANENT NONFARM DWELLING 
UNITS STARTED (privately owned) * 








Business ? 


out. Typical of what is happening in many such centers 
is the report from Detroit where October retail lumber 
business was 1% better than in October, 1957. At the end 
of October, total sales for lumberyards compared to first 
nine months of 1957 was down 16.88%. Motor strikes, of 
course, cut into November sales in automotive-supplying 
areas, but in general things are looking up. 


Most active dealer sales during November were reported 
in the Middle Atlantic, East North Central, West South 
Central and Pacific regions, where November sales were 
running from 15% to 60% better than a year ago. These 
late-year sales gains looked as if they would be enough to 
nearly erase the lower sales levels earlier in the year. As a 
result, it appeared to many dealers that their fourth quarter 
business would be appreciably better than in 1957 in all 
regions except North Atlantic and East South Central states. 


Farm markets, traditionally such an important factor 
in retail lumberyard sales, appear good for the coming 
year. Prices received by farmers this year have been at an 
all-time high, giving them additional spendable income. 
Balanced against this, the prices farmers have paid have 
been rising, but not as fast as their net income. In general. 
dealers serving the important farm market areas this winter 
are pleased with their sales; their spring outlook is good, 
too, they report. 


Index, !I910~-14=100 
320 





PRICES RECEIVED AND 


300+ PAID BY FARMERS 


280 
Prices Paid 


(incl interest, taxes and wage rote 


Prices Received 


- 








® Lofedetdt tr errr ist i ri ti tars si ti ris i tipi ili ris 


1955 1956 1957 1958 


Charts from I §. Dept. of Commerce 





Sales Pulse 


Marketing Regions (See map page 18) 


Zone 1 Zone 2 Zone 3 Zone 4 Zone 5 Zone 6 Zone 7 Zone 8 Zone 9 
North Middle South East North East South West North West South Mountain Pacific 
Atlantic Atlantic Atlantic Central Central Central Central 


Sales: Nov. ‘58 vs 2.5% +15% +-10% ‘ % 0 + 10% +25% + 10% +25 
Nov. °57 
11 months "58 vs 10 % - Y% A ' Y +10% 
11 months '57 
Accounts receivable: Oct. 31 
"58 vs. Oct. 31 '57 
Inventory: Oct. 31 ‘58 vs 
Oct. 31 '57 
Last quorter’s sales estimate 5 % + 3% 
Average, 


November weather Mostly good 


some rain 
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‘to Watch . . 
































American Lumberman, December 22, 1958 


| 
‘ 4 1 MAJOR EFFORT BY NAHB's Legislative Policy Committee will be to persuade the 

; 1959 Congress to set up a Central Mortgage Facility. This plan for 

i legislative emphasis came out of an intensive three-day meeting where 

H | worried builders expressed deep concern for a more stabilized mortgage 
market and a program to make easier investment in home mortgages. 








ii Function of the new mortgage facility would include power to buy 

ij mortgages (at the outset only VA and FHA) on a rediscount basis or at 
par. In addition, the facility would be able to supplement private 
pools of mortgage funds ticketed from unions and other welfare funds. 











Fixed VA & FHA interest rates admittedly would be a problem so NAHB 

: would ask for administrative flexibility to attract money into the 

r 4 mortgage market. It is generally agreed that this provision could limit 
' congressional support, because of political ramifications. NAHB 
essentially demands flexible interest rates and necessary discounts 

on VA and FHA paper. 











tn pe 





; LONG RANGE IMPLICATIONS OF NAHB's proposal could affect everyone tied to new 
' home building. It is implied that the agency would in time supersede 
FHA and VA. Conventional loans would remain in the picture, but would 
face serious competition. 





® 


Funds to start off the facility might be from the government, but would 
in time be infinitesimal. Biggest source would be the billions now tied 
up_in welfare funds, where present regulations require super-safe 

i investments, which pay limited re.urns. 
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OPTIMISTIC HOUSING FORECASTS should not blind the industry entirely to certain 
problems beginning to develop. For one thing improved general business 
makes the administration feel crash programs are no longer necessary to 
stimulate housing. 


More funds for FHA will come and an omnibus bill will be passed promptly. 
But actions by congress will not be extreme. NAHB now knows they just 
can't swing a real give-away program. Their shift to the Central Mortgage 
Facility indicates a long-range approach, a belief that with a patch here 
and there they can limp through 1959, erecting 1.1 or 1.2 million homes. 





Tighter mortgage money is anticipated, especially in certain areas 
where higher down payments and a 6% interest rate have been common on 
conventionals in recent months. Unbiased observers believe money will 
be about normal in the first six months, only a bit tighter for the 
remainder of the year. When industry once again begins to expand, this 
could change sharply, but we note that the Department of Commerce 
forecasts a 15% decline in industrial building in 1959. By way of 
contrast, the same agency forecasts a 10% increase in home building 


next year. 
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SOLUTION NEAR TO PACKAGE LUMBER SIZE PROBLEM. The NRLDA and NLMA will 
test shipments of lumber packages 4'-wide and 2'-high, about the size 
of the Acme package. These packages will be made up of six McCracken 
modular packets, with each McCracken packet individually strapped. 











enh ATTA ES cei ca it 


By fitting the McCracken 2'=-wide packets into a jumbo package, it 
pleases the large dealer who can unload the total unit. And it pleases 
the small dealer, who can snip the strapping on the large package in the 
rail car and then remove the 2'-wide packets individually. 
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LUMBER MAP 


OF FINE 


NORTHERN: 
HARDWOODS 


For more than half a century Northern 
Woods have been recognized for their 
high quality and satisfactory service. 
Today's products of the Northern region 
are better than ever—well-manufactured, 
accurately graded, properly dried. Con- 
sult the firms on this column for your re- 
quirements in all Northern Woods. 





*+J, W. Wells Lumber Co. . . Menominee, Mich. 


Hard Maple and Oak Flooring. Strip, Herringbone, 
Biock patterns. Custom kiln drying. Upper grades 
Hard Maple and Birch lumber, rough. 





. ‘Aarshfield & Park Falls, 
*Roddis Plywood Corp. . orice 
Roddis Lbr. & Veneer Co. of Mich., Ironwood, Mich. 
Roddis Lb. & Veneer Co., Ltd. 
Sault Ste. Marie, Ontario, Can. 


Complete stock N. Hdwds., Hemlock, W. Pine, Ce- 
dor Prod., Maple, Birch, Fig. Hdwd. Ven‘r’d Doors. 
Plywd. Modern Dry Kiln facilities. 





* Subsidiary of 
Goodman Lumber Co. * Calumet & Hecla, Inc. 


Sales Office: GOODMAN, W!SCONSIN 
Mills at: Goodman, Wisconsin and Mohawk, Michigan 


Northern Hardwoods, Hemlock, White Pine and Bass- 
wood, Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 





tMember Maple Flooring Mfrs. Assn. 


*Member Nerthern Hemlock & Hardwood Mfrs. Assn. 
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What it Takes to Be a Top Economist 


“Every businessman is a_ business 
forecaster, whether he realizes it or 
not,” says Dr. Walter E. Hoadley, 
Jr., treasurer of Armstrong Cork Co., 
and one of the nation’s top building 
economists. 

“Every decision you make rests on 
your own forecast of business trends,” 
he told American Lumberman. 

But not every businessman makes 
his forecasts from Hoadley’s back- 
ground and compulsion to know why 
business acts as it does. Today, at 
age 42, Hoadley already has an im- 
pression list of achievements. 

Plenty busy. He is a member of 
Phi Beta Kappa, scholastic honorary 
fraternity; president of the Ameri- 
can Statistical Association; a_past- 
director of the American Finance 
Association and past vice-chairman of 
the Conference of Business Econo- 
mists. 

He is a director of the Federal 
Reserve Bank of Philadelphia; ad- 
visor to the U. S. Department of 
Commerce, the U. S. Bureau of 
Labor Statistics, the U. S. Bureau of 
the Budget and the Federal Housing 
Administration. 

Hoadley has also served as senior 
economist for the Federal Reserve 
Bank of Chicago. He has been a 
faculty member of the University of 
California and the University of 
Wisconsin. 

Faced depression. Hoadley, as a 
boy, became interested in business the 
hard way. He met the depression 
face-to-face in the Thirties when his 
father, a railroad man, became un- 


Walter E. Hoadley, Jr. 


employed. He studied the background 
of this economic catastrophy at the 
University of California, where he 
received his bachelor’s, master’s and 
finally his doctor’s degree in eco- 
nomics. 

Hoadley joined Armstrong Cork in 
1949 as an economist. Armstrong 
has a department of economics and 
marketing research, which helps com- 
pany executives anticipate economic 
changes. His background and abilities 
were ideal for this position. Arm- 
strong Cork Co. directors elected him 
treasurer of the company in 1954. 

It is from this background that 
Hoadley looks ahead to 1959: 

“Next year will be better for us if 
we don’t sit back and wait for it 
to be better,” he declared. His ad- 
vice for dealers is told in the busi- 
ness outlook features elsewhere in 
this issue. 





Outlook for '59 Looks Good to President 


Of Insulation Board Institute 


Manufacturers 

of insulation 

board products ex- 

pect a better sales 

year in 1959, to 

be followed by a 

greater advance in 

the 60’s, says M. 

C. Fairfield, new- 

ly elected presi- 

dent of the insula- M. C. Fairfield 

tion board manufacturers’ group. 
Fairfield has been in the insula- 


tion board business since the early 
30’s. He was named general sales 
manager of Insulite Div., Minnesota 
and Ontario Paper Co., in 1956. This 
is his third term as president of 
I.B.I. 

“Al”, as he is known to his friends 
and associates, resides near Lake 
Como in St. Paul, Minn. An avid 
sportsman, he has a summer home 
near Pequot Lakes, Minn. He is a 
member of the Twin Cities Hoo Hoo 
and the Minneapolis Athletic Club. 
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its NEW 
its SELLING 
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REDWOOD 
BLOCKS are here 
. being cut for con- 
crete pier caps at @ 
the North Sacra- 
mento, Calif., yard 
of Arden Lumber 
Co. The item uses 
several thousand 
feet of low grade 
lumber each 
month, gives 
healthy markup. 


New Market for Low-Grade Redwood Shorts 






































Arden Lumber Co., North Sacra- concrete house piers, Arden called on culls into squares, doing the work in 
mento, Calif., has found a good and each manufacturer, learned no other spare time. The block plants buy them 
profitable market for No. 3 redwood dealer was attempting to sell them and for 5¢ each. Current volume in this 
among local concrete block plants. made the sale. one item is running about 5,900 per 
Observing that these producers use a As a result, Arden Lumber person- week. Markup is good, it is reported. 

lumber square to top off their precast nel cut up No. 3 redwood shorts and 












Free Garage Erection 
in Lieu of Price Cut 


tae tat summer te semostine |] — SOM Pickering Lumber for Built-ins 





market was at a low ebb in the Cleve- 
land, Ohio, area. Sales of garage pack- 
ages were drastically curtailed at 
Euclid Lumber Sales in suburban 
Wickliffe. 

Instead of reducing the retail pack- 
age price for his garages, owner Ber- 
nard Tessler of Euclid Lumber offered 
free erection of the garage frames. 








Tessler’s salesmen and local carpen- SUGAR PINE 
ters each agreed to take a small profit 
cut, along with the lumberyard, to give PONDEROSA PINE 
the erection as a bonus to package WHITE FIR 


garage buyers. 

At the same time, Tessler told his 
salesmen that they could get just as 
r more commissi if Na ; : : : ‘ as 

| es wll coe in ac tien Peed For built-ins, interior paneling, framing or exterior siding— 
| ages, such as cupolas. Pickering “Gold Medal” Pine is unsurpassed. 

,| The promotional idea brought garage 
sales to a high for the year, said Tes- 
sler. It made September a banner month 


INCENSE CEDAR 


It’s soft, smooth, well-manufactured, nice to work with, nice 
to look at. Why not go after more built-in business, more 


in an area hard hit economically. paneling jobs, more house jobs with Pickering quality. 
All materials for Euclid Lumber’s Let us demonstrate Pickering service on your 
garages are precut. The company sells next requirement. Drop us a line. 


its packages either to do-it-yourselfers 


or erected by the yard’s contractor $ 
customers. Ny 


LUMBER CORPORATION 


Paint Shift © Standard, California (Near Sonora, Calif.) 
In 1953, 15% of hardware stores’ vol- MILLS: Pickering Lbr. Corp. Standard, Calif 
ume was in paint. Today it’s only 10%. West Side Lbr. Co. Div. Tuolumne, Calif. 


Telephones: Sonora Je 2-7141 TWX: Sonora 116-U 


Lumber dealers have scooped up much Tuolumne WA 8.4213 


of this shifted volume. 
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) Forecast at a Glance 
{As seen by leading economists) 
U. S. Depts. 
ubor & | - FW. Dodge Armstrong 
Commerce ne me Corp. Cork Co. 
; 1,160,000 “Slightly larger 
than ‘58 
“On a larger scale 
than ‘58 
$35.6* billion "Greater volume 
than ‘58 
Up 4% over ‘58 “Greater volume 
than ‘58 






Up 4.5% over ‘58 






Up 6.9% over ‘58 







a Up 3% over ‘58 








Next year’s business looks good to almost everybody .. . 






PREDICT BETTER 





: : : 1959 will be a good year. 

Experts see slight upturn in new home and home improve- That is the almost unanimous opin- 
ment business on wave of ascending business curve. Un- ion of economists, building materials 
; : eS manufacturers, government Officials 

certain mortgage money flow tempers dealers’ optimism. and lumber dealers. 
Next question: How good will 1959 

be? 

* U. S. Departments of Labor and 
Commerce predict that new construc- 
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YARD FABRICATION OF 
COMPONENTS — UP 





HOME REMODELING 
SALES -— UP 








MECHANICAL HANDLING 
& UNIT SHIPMENTS — UP 


Pree yy ry TTT) i ld 


DEALER PROFITS 
. ees 


BUILDING YEAR IN 59 


tion will pass the $50 billion mark 
for the first time; over 55% of the 
$35.2 billion forecast for private con- 
struction will go for residential build- 
ing. 

* F. W. Dodge, economist Edwin 
W. Magee, Jr. predicting, says 1959 
incomes will reach new record highs. 
Inflation will shoot up the dollar 


residential contracts 1% 
involved will 


volume of 
while the floor area 
come down 2%. 

* National Lumber Manufacturers 
Association says lumber output will 
be up 3.8%; gross sales of lumber 
manufacturers up 6.6%; demand for 
wood paneling up 4.7%. 


* Armstrong Cork Co., economist 


December 22, 1958, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 


Walter E. Hoadley, Jr., forecasting, 
points out that the number of new fami- 
lies in the $5,000 to $10,000 bracket 
able to finance a new home will contin- 
ue to increase next year. Hoadley re- 
minds dealers: “1959 will be a year for 
action, not for watching and waiting.” 
* Johns-Manville says that new con- 
struction may reach $52 billion; $20 


25 








PREDICTIONS 


(begins on page 24) 





billion, J-M estimates, will be spent 
for home improvements. 

A survey of 212 of the nation’s 
leading economists by F. W. Dodge 
Corp. shows that the words “bocm” 
and “inflation” have replaced “reces- 
sion” in their vocabulary. 

This doesn’t mean that everything 
is rosy. Some economists promptly 
pointed out some of the unpleasant 
aspects of booms—inflationary trends 
and eventual counter-action. 

Residential outlook. The U. S. De- 
partment of Labor and Commerce 
predict a $3.5 billion increase in 
residential building next year. The 
government prediction for new, non- 
farm homes is 1,200,000 compared 
with about 1,170,000 this year. An 
increase is also expected in home 
improvement business after a down- 
turn this year. Construction costs are 
expected to rise slightly. 

A prediction of 1,160,000 new 
homes for next year is made by the 
F. W. Dodge Corp. The National 
Lumber Manufacturers Association 
looks for 1,107,000 new homes while 
Armstrong’s Walter E. Hoadley, Jr. 
expects a slight increase in units next 
year. 

Non-residential building. An _ in- 
crease of about 10% in new church 
and related construction to near a 
billion dollars is expected by the gov- 
ernment. Private educational building 
is expected to rise to an all-time high 
of $600 million while private hospital 
and institutional construction is expect- 
ed to remain at the $600 million peak. 


Plans for ‘59: How Dealers 


Another 10% increase is predicted by 
the government in new stores, restau- 
rants and garages. 

Highway program. The vast federal 
and state highway program will bene- 
fit dealers by new residential and 
commercial construction resulting from 
demolitions near the new highways. 
The government expects a 12% rise in 
highway construction to $6 billion. 

“All signs indicate highway con- 
struction will continue to expand un- 
til it reaches an annual volume of 
$11 or $12 billions by 1965,” says 
W. R. Wilkinson, vice-president of 
Johns-Manville. 

Public housing. The government 
predicts that public housing expendi- 
tures will exceed the billion dollar 
mark for the first time, rising by al- 
most $300 million to $1.1 billion. 

Mortgage outlook. Armstrong’s econ- 
omist Hoadley describes the home fi- 
nancing outlook for 1959 as “definitely 
clouded.” He explains his views like 
this: 

“Personal income is certain to rise 
with further increases in employment 
and wage and salary rates. The basic 
cause for signs of tightening hous- 
ing credit is found in the strong de- 
mand for funds outside the home- 
building industry. 

“These demands are made especial- 
ly by the federal government to 
finance its large current deficit, plus 
the general inflexibility of FHA and 
VA motrgage rates to meet chang- 
ing money conditions. 

“The availability and terms of 
mortgage financing next year will 
impose an important ceiling on new 
home building at a level close to the 
recent volume, even if Congress in- 





Downturn in Detroit? 


Housing starts in the Detroit 
area were up 10% in the third 
quarter compared with 1957 and 
the total for the year is expected 
to run about the same as last— 
23,000. 

Irving Rose, president of Ad- 
vance Mortgage Corp., which oper- 
ates in Michigan and surrounding 
states, predicts a steep housing 
downturn next year in the Detroit 
area. Cause will be expiration of 
FNMA special assistance commit- 
ments, he says. He adds that quick 
action on housing legislation by 
Congress can moderate the slide. 

A study by the new Michigan 
Association of Civil Engineers and 
Land Surveyors shows that in the 
last five years Detroit has experi- 
enced its greatest expansion since 
1925-1930. 











jects some additional funds into the 
mortgage market.” 

On the mortgage question, Edwin 
W. Magee, Jr., Dodge’s associate eco- 
nomist, made this comment: 

“Interest rates are likely to be high, 
partly because of deliberate efforts 
at inflation control through tight 
money and partly because prosperity 
will bring legitimate competition for 
investment funds. 

“So long as FHA and VA rates 
remain artifically low, we may see a 
dampening effect on new housing 
starts. On the other hand, the housing 
agencies and particularly the newly- 
elected Congress are very likely to 
take measures aimed at boosting the 
output of new homes.” 





Dealers take realistic view of their problems, but expect 
business improvement in ‘59. 


Adding New Lines 


Many dealers expect to increase 
their profits by adding new lines and 
dropping dead items. Four California 
dealers reported definite moves in 
that direction. 

“We are planning to take on Malibu 
movable shutter panels for windows 
and doors,” said Bert McKinnie, man- 
ager, Point Loma Lumber Co., San 
Diego. 

“In addition we plan to add several 
lines of power tools—Porter-Cable 
Delta and DeWalt, which we feel have 
great sales potential, but have not 
been adequately promoted at the lo- 
cal level. 

“We are trying to develop each 
salesman into a specialist. One em- 
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ploye will double as a demonstrator 
of power tools in the store and at 
local electrical shows. 

McKinnie said his firm’s gross for 
the fiscal year ending October was 
$50,000 higher than last year, but the 
net profit picture has not yet been 
determined. Completion of several 
large construction projects have 
caused a drop-off in business in the 
last nine days. 

Paneling lines are being added by 
the Blanchard Lumber Co., North 
Hollywood, according to office man- 
ager Herbert Roberts. Another North 
Hollywood dealer, A. T. Hilton, sales 
manager of the North Hollywood 
Lumber & Hardware Co., says that a 
full line of spruce has been added to 


Fared in 58 


his lines and additional hardware lines 
are scheduled. 

Heavy plumbing and major elec- 
trical equipment have been added to 
the lines handled by the Canoga 
Building Center, Canoga Park, Calif., 
says president L. B. Reid. 

Reporting the 1959 outlook as “very 
good,” Reid said, “We'll continue to 
expand until we have everything we 
find our customers need and want.” 

Lee K. Irvine, general manager, 
Utah Lumber Co., Salt Lake City 
wholesale firm, said his company will 
try and improve their net by eliminat- 
ing unprofitable lines. He said his 
volume is up 10% this year. 

“I can’t see business doing anything 
but improving this coming year,” Ir- 
vine said. Although home building 
here has been off, the Utah FHA of- 
fice now has a backlog of applica- 
tions. 

A Canadian dealer, John Proctor, 
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Beautiful floors are more than tile deep . . . when Weyerhaeuser 
VERSABORD is used for underlayment. Tested in job after 
job, these dimensionally stable panels insure the most level 
surface possible. Resilient VERSABORD is exceptionally strong 
and provides the ideal base for tile and linoleum. Adhesives 
spread uniformly—and firmly bond to VERSABORD’s pre- 
cision-smooth surface. Telegraphing, buckling, nail popping and 
annoying squeaks are eliminated 


Absolutely void of grain and knots that must be filled on 
the job—smoothly sanded both sides—and accurately cut for 
tight joining, VERSABORD is the superior underlayment 
material for longer wearing floors. 


When your customers ask for the best in low cost under- 

layment—suggest Weyerhaeuser VERSABORD. Standard panels 

are %” and %”, 40 lbs. per cu. ft. 
SAVES TIME, TROUBLE AND MONEY 
VERSABORD saws cleanly, nails or staples 
securely will not crack, delaminate or 
splinter on the edges. Labor costs are sub 
stantially reduced. Panels are easy to handle 
and are quickly, economicaily installed 


WEYERHAEUSER 


A WEYERHAEUSER 
Silvatek 
PRODUCT 


For further information, write SILVATEK, Box S, Weyerhaeuser Timber Company, Tacoma, Washington 
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Rigby Lumber Co., St. Catherine, 
Ont., said the NRLDA Exposition 
keeps him six months ahead of his 
Canadian competition in the way of 
new products. 

“We had a good year and I believe 
next year will be even better,” he 
commented. 

By turning to the manufacture of 
redwood specialties, Kechi Corner 
Lumber Co., Wichita, Kans., has tak- 
en itself out of competition in this 
field, says owner John Nicholson. 
Their output of fences, trellises and 
outdoor furniture made this year a 
pretty good one for them. 

“The small dealer here has been 
caught between two extremes,” ex- 
plains Nicholson. “The wealthy deal- 
er who can finance contractors for 
many houses at a time and make 
money doing it. And the dealer who 
buys huge volumes of material and 
sells them at low margins. We can 
do neither. That's why we turned to 
a facet of the business we can polish 
to our advantage.” 

William O’Connor, partner, O‘Con- 
nor Lumber Co., Akron, Ohio feels 
diversification is their answer to com- 
petition, so they are going into the 
boat business heavily. 

In St. Louis, manager Vernon 
Wheeler of the Young-Wheeler Lum- 
ber Co. said he plans to add a line of 
hardware to increase store traffic. He 
expects a 10%-15% increase in busi- 
ness next year because of general 
business trends. 

Roofing is the hottest seller for the 


Texas Building Boom 

After a sharp decline in August 
and September, Texas building is 
agaiii on the upswing. 

Buiiding authorized in Texas for 
the first 10 months of 1958 ex- 
ceeded $1 billion or 15% higher 
than the first 10 months of 1957. 
New residential building in Octo- 
ber totaled $61,573,000 or 62% of 
all building permits issued. 

Houston led the larger Texas 
cities with October construction of 
$19,868,474 including $13,232,399 
for new dwelling units; Dallas had 
$11,186,872 total, $6,065,115 resi- 
dential; El Paso 36,083,573, $3,- 
765,900 residential; Ft. Worth $5,- 
761,263, $2,901,337 residential; 
San Antonio $4,480,990, $2,327,- 
334 residential; Austin $3,600,000, 
$2,092,680 residential. 











~~ Profit-Planning Tips for 1959 


Hub City Supply Co., Archibald, La., 
reports A. L. Booth. He said ’58 has 
been a good year (over $1 million 
gross) and °59 should be even better. 

More emphasis on hardware is the 
goal of the Deseret Lumber Co., an- 
other Salt Lake City firm, says comp- 
troller Rien Van Gelderen, who re- 
ported a slight increase in net profits 
this year. 

Store traffic, especially from wom- 
en, has been stimulated at the Ger- 
mantown Lumber & Millwork Co., 
Philadelphia, by the installation of a 
postal money order service. Manager 
Nick Farina said women are buying a 
lot of small items that “really add 
up. 


Remodeling Push 
Dealers throughout the country told 


American Lumberman about plans to 
intensify their home improvement sell- 
ing. In several cases, dealers credited 
a well-rounded home modernization 
department for their good year. This 
was especially true in Texas. 

“Sales are better than they have 
been for many years because of a 
booming ranch business and our con- 
centration in the home improvement 
market,” declared Marvin B. Null, 
Refugio (Tex.) Lumber Co. 

“Barn building, add-a-room and 
general home remodeling are in full 
swing in our corner of Texas. Our 
profits will be up considerably this 
year and we expect to shown an even 
better sales increase next year. 

In Pasadena, Tex., manager Earl 
Parker, of the Pasadena Lumber Co., 
says his firm’s biggest volume has 
been in Title I business. These sales 
have held steady in the last 90 days 
while other phases of Parker’s business 
have dropped off. 

Home improvement business is 
booming in the middle west farm belt, ' 
too. 

E. L. (Ted) Timberman, partner, 
Heavrin-Timberman Lumber Co., 
Omaha, reported his home improve- 
ment business as “healthy.” He pre- 
dicts a good year for home building, 
home improvements and _ industrial 
building. 

“We're adding more lines and in- 
creasing our stock of wood products.” 

In Bellevue, Nebr., manager Harold 
Swanson, Crawford Lumber and Coal 
Co., said he was going after more re- 
modeling business. He expects a little 
higher net this year and good business 











Here is the outlook for the retail lumber dealer as 
seen by Walter E. Hoadley, Jr., treasurer of Arm- 
strong Cork Co. Also some Hoadley business hints 
to help you capitalize on economic trends. 

1. 1959 will be a year for action, not for watch- 
ing and waiting. With a more favorable general busi- 
ness climate and moderately improved prospects for 
building, there is an obvious general opportunity for 
increased sales and profits. 

2. 1959 will be a more steady business year at 
levels not too different from those experienced this 
fall. Good plans should not have to be changed 
abruptly. 

3. List your company’s strong points and weak 
points. Do the same for your principal competitors. 
Look for the obvious ways to play your strengths, 
reduce your weaknesses and gain because of your 
competitors’ weaknesses. 

4. Take a fresh look at the markets you are now 
serving. Have you overlooked any? Determine the 
areas of greatest growth and concentrate your efforts 
there. 

5. List your best (most profitable) customers or 
customer groups. Try and find out just how you stand 
with them. 

6. Set a definite sales and profit goal for your or- 
ganization and its principal departments—should be 


a 5% gain over 1958. Determine what will be re- 
quired in personnel, inventories, finances and other 
important matters to achieve whatever goal is set. 

7. Most materials will be in ample supply but 
some shortages will occur in new products and spe- 
cialties. Inventory policies, therefore, must be geared 
to provide fast service or run the risk of lost business 
on regular products. Consumer demands for new 
products and specialties will provide store traffic 
and profits for managements willing to test new 
markets. 

8. Carefully re-check your present lines to deter- 
mine profit margins—or losses. 

9. With generally steady demand, it will be highly 
important to insist upon good product turnover; 
play to demonstrated sales strength and drop prod- 
ucts with proven sales weakness. 

10. Watch your finances closely. Money will be 
relatively tight in 1959. Don’t let credit problems get 
out of hand. If you haven’t a good working relation- 
ship with your banker, get one. Don’t wait until you 
need money to walk into the bank. 

11. Top management must recognize its respon- 
sibility to plan ahead, to insist on healthy changes 
and to bring new ideas and products into the organi- 
zation. 
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in °59, depending on the mortgage 
money situation. 

Another Omaha dealer, manager 
Lawrence Parks, Independent Lumber 
Co., said his firm plans to push re- 
modeling business more, also add a 
line of kitchens. Net profits will be up 
slightly for his firm with business the 
last 90 days especially good. 

“We're advertising for basement 
and attic remodeling and we're add- 
ing a new summer cottage line,” re- 
ported manager Robert Snyder, Lum- 
ber Supply, Inc., Cedar Rapids, Iowa. 

Snyder said his firm is shooting for 
a 10% increase in sales next year. 
New home business has been especi- 
ally good the last 90 days. Net for the 
year will be about the same with vol- 
ume down about 5%. 

Southern dealers also reported con- 
siderable activity in home improve- 
ments. 

“Our contract home repair and 
modernization department is the back- 
bone of our business,’ declared 
Thomas J. Dyer, president, Home 
Builders Supply Co., Memphis. “We 
spend about $300 a month in classi- 
fied newspaper advertising and have 
a big outdoor bulletin board that costs 
us $250 a month. We look for a good 
"59 and plan to keep plugging hard 
money situation. 

In Atlanta, Ga., general manager 
J. R. Calloway, Jr., Calloway Build- 
ers Supply Co., said his firm is plan- 
ning to concentrate more on home 
repairs. He said residential remodel- 
ing accounts for about 25% of his 
business now and is expected to in- 
crease to about 35% next year. 

Calloway anticipates a 20% increase 
in both volume and net profits this 
year. He has been busy supplying ma- 
terials for many apartments, also low- 
cost homes built under the National 
Housing Act. 

An outside sales force will be used 
in a drive for more home improve- 
ment business by Great Western 
Home Improvement & Supply, St. 
Louis, according to manager Carl 
Campbell. He said fall business has 
been good until the last 30 days. 

Out in California, manager Ted AI- 
len of Whiting-Mead Lumber Co., San 
Diego said that home improvements 
and do-it-yourself can be credited for 
a substantial sales increase in the last 
90 days. Volume and profits are ex- 
pected to show a 12%-15% increase 
over 1957. 

Home improvement business has 
been very good at the Summit Lum- 
ber & Material Co., Akron, Ohio, 
vice-president Len Davis said. He plans 
to hit this market even harder in ’59. 
He said business has been “pretty fair” 
for the past 90 days but volume and 
net will be down for the year. 


Expansion Programs 
Plans for physical expansion in the 
store and yard were outlined by a 
number of dealers. 
A large storage shed and a fork 
lift truck are scheduled by the Lee R. 
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Slaughter Lumber Co., Dallas, ac- 
cording to credit manager Lee R. 
Slaughter. He said September business 
was the best in history, but October 
and November below average. He 
credited installation of a modern ac- 
counting system and improved deliv- 
ery methods for a substantial increase 
in net profits this year. 


More ground and floor space are 
in the plans for Vandeventer Lumber 
Co., St. Louis, says manager Jack 
Hanebrink. He also plans to add a 
few new lines. Hanebrink says busi- 
ness has been good the past 90 days, 
but net profits will be down about 
1G 


Material handling equipment (lum- 
ber rollers) has helped Carl Greve, 
manager, Cordes Lumber Co., Cin- 
cinnati, reduce overhead, but he says 
increased wages have offset this gain. 
Volume will be up about 10% and 
improvement is expected in ’59. 

Completion of a bridge over the 
Arkansas River Flood Control Project 
is expected to help business for the 
Kessler Lumber & Supply Co., Wich- 
ita, which has been on a dead-end 
street for more than a year. 

Nevertheless, volume for this firm 
was up 18% this year, says owner 
Frank Lessler, helped by completion 
of 400 Capehart houses at McConnel 
Air Force Base. 








DIY—Good or Bad? 

Dealers expressed quite divergent 
opinions about the value of do-it-your- 
self business. 

In Memphis, W. Fitzgerald Fay, 
Fay Builders Supply says his firm 
does a tremendous amount of do-it- 
yourself business, but finds these sales 
expensive to handle. In the same city, 
Howard J. Richards, president of Ver- 
clair Lumber Co. said he is benefit- 
ing from the liquidation of a do-it- 
yourself super-mart. 

“We are catering to the do-it-your- 
self customer more and more,” de- 
clared Richards. “Our volume in this 
field has increased at least 15% in the 
last 90 days. We acquired part of the 
stock and a lot of the customers of 
the liquidated do-it-yourself super- 
mart.” 

In San Diego, Calif., president Wil- 
liam S. Cowling, Sr. of the Dixie Line 
Lumber Co. reported a trend toward 
more modest do-it-yourself jobs con- 
trasted to the larger extra bedroom 
or added bath. He said both contractor 
and DIY business has improved dur- 
ing the past 90 days. 

Cowling doesn’t expect his business 
will be up to °58, which showed a 
10% volume increase. 

Describing their firm as one of the 
larger do-it-yourself marts in Dallas, 
credit manager J. B. Armstrong said 
his firm plans to continue featuring 

(continued on next page) 
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products for this trade. He said their 
net is up slightly because of opera- 
tional improvements, velume about 
the same as °57. 

“Do-it-yourself is the booming de- 
partment here,” declares president L. 
B. Reid, Canoga Building Center, Ca- 
noga Park, Calif., who described sales 
in recent months as “heartening.” 

“Our 1959 outlook is very good. 
We feel we can cope with our com- 
petitors and win our share of the ex- 
panding market. 

In Covington, Ky., D. L. Adams, 
secretary-manager, Yates Lumber 
Co., underlined Reid’s do-it-yourself 
optimism. 

“The do-it-yourself market is still 
humming,” he said. “Remodeling 
work is a good part of our business 
and we intend to push it. Literature 
showing the customer how to do it 
helps get the business.” 

G. C. Sanders, manager, Queen City 


Lumber Co., Cincinnati, takes a dif- 
ferent view of do-it-yourself: 

“It's a big headache. Most of the 
time, we end up finishing off the proj- 
ect for the customer.” 

Pricing for Profit 

More dealers indicated they are 
paying more attention to their pricing 
structure. 

“We plan to get 5%-10% more on 
our small orders,” explained manag- 
er G. C. Sanders, Queen City Lum- 
ber Co., Cincinnati. “Right now a 
builder can buy 50 2 x 4s or place an 
order for 300 and the price per foot 
is the same. We plan to change this.” 

In Memphis, president Howard J. 
Richards of the Berclair Lumber Co. 
said they had found that their new sys- 
tem of price marking every item has 
been a paying proposition. 

“Every board, even single carriage 
bolts are priced from a serve-yourself 
board. We plan to display more im- 
pulse items.” 

Although his net profits were down 
about 20% this year, Richards said 
he was “tremendously optimistic” 
about °59. 

George 


Hartsenberger, general 
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Dealers Tell Plans to Make 
Components, Other Prefabing 


Many dealers are thinking about 
components and how to develop the 
new-home side of their business. 

Three model homes, giving the firm 
a total of six, will be built next year 
by the Ridge Pike Lumber Co., Inc., 
Conshohocken, Penna., according to 
co-owner Hillard Madway. He said 
that increased sales in the firm’s pre- 
fab department prevented a steeper 
drop in their volume for ’58. 

Two Massachusetts dealers are han- 
dling their building business a little 
differently. 

Vern Spear, manager, Spear Lum- 
ber Co., Inc., Feeding Hills, said new 
homes by builder-customers were the 
bright spot for them in the past 90 
days. He said he is considering getting 
into the home building business him- 
self with both volume and net taking 
a nose dive this year. 

O’Connor Lumber Co. in Westfield 
has pushed components. Manager 
Charles O’Connor said that compo- 
nent-made garages and cottages sold 
very well until November 1. He said 
new homes by builder-customer have 
been the bright spot the past 90 days 
after a 10% drop in their Lu-Re-Co 
prefab program. 

Overall, O’Connor expects to show 
a gain of about 5% over their $1 mil- 
lion volume last year. 

Out in Cedar Rapids, Iowa, the 
Hawkeye Lumber and Mill Co., ac- 


tive in home building in the area, has 
developed a prefab summer cottage, 
which is being promoted by direct 
mail within a 75-mile radius. 

In an effort to increase their net, 
president Owen T. Barry II said his 
firm has cut inventory, trimmed per- 
sonnel and is making more use of 
wholesalers. 

An 18% increase in volume over 
1957 and also an increase in net prof- 
it by the J. F. Anderson Lumber Co., 
Marion, Iowa can be credited to new 
home building in large measure, says 
manager Amos Stewart. His firm fur- 
nished much of the material for the 
117 new houses erected in Marion 
this year. 

Backlogging some materials for 
early spring homes in Cincinnati was 
reported by manager Carl Greve of 
the Cordes Lumber Co. He said his 
builder customers are “very optimis- 
tic” over next year. 

“Our outlook is good because of 
home builders’ plans for ’59,” de- 
clared George Busler, manager, John- 
son-Cashway Lumber Co., Minneap- 
olis, reporting a 10% business increase 
this year. 

In Hagerstown, Md., J. Lee Mul- 
lendore of Hagerstown Lumber Co. 
said his firm is definitely planning to 
enter the component business in the 
coming year. 
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manager, Davidson & Case Lumber 
Co., Wichita, said the major manage- 
ment project of their 21-line-yard or- 
ganization is pricing. 

“We are trying to teach our people 
to sell for prices based on current re- 
placement cost rather than actual cost 
some months ago,” explained Hart- 
senberger. “We may appoint one man 
to stay on top of our pricing, relay 
his findings to our managers.” 

President August Bering of Hous- 
ton’s Bering Lumber Co. has also 
acted to improve their price picture. 

“One profitable thing we’ve learned 
this year,” observed Bering, “is to in- 
crease our net sales by getting a better 
markup on our counter items—keep- 
ing the figure in line with the services 
which are required in these sales.” 


Problems on Horizon 

Availability of adequate mortgage 
money will determine how good or bad 
next year will be, many dealers point- 
ed out. 

“I look foc a business boom if con- 
gress will only pass an adequate hous- 
ing bill so mortgage money will be 
easier to obtain,” remarked Chas. W. 
Scheffer, Scheffer’s, Inc., Nashville, 
Tenn. 

Carl Brady, president, Gilcher Lum- 
ber, Inc., Barberton, Ohio told his 
position: 

“Our 1959 business outlook hinges 
on one thing—finances. As long as 
money is tight, the lumber business 
will suffer.” 

In Wichita, Kans., speaking for the 
J. W. Metz Lumber Co., vice-presi- 
dent L. I. Coffey said: 

“The big factor here seems to be 
the money market. Predictions for 
next year must consider that the VA 
is almost out of the picture and FHA 
discounts are down. For 1959, my 
guess is pessimistic, but only slighily.” 

Georgia dealer Lamar Beckwith, 
secretary-treasurer, Central Builders 
Supply Co., Inc. in East Point com- 
mented: 

“T don’t think mortgage money will 
get tight enough to affect new home 
starts seriously, but it will be the big 
factor in our outlook.” 

J. B. Armstrong, credit manager, 
Northwest Lumber Co., Dallas, em- 
phasized that 1959 business is “con- 
tingent on Congress doing something 
to stabilize the money market. A good 
year will depend on whether the swing 
from tight to easy money is leveled 
out.” 


Slow Collections 


Slow-paying contractors were 
blamed by Charles Cohen, owner, 
Charles Cohen & Sons, Woburn, Mass. 
for a drop-off in receivables of 10% 
and a further drop in net profit. 

“In this area, the average contrac- 
tor is under-capitalized,” said Cohen. 
“He puts his money into other proj- 
ects and holds back on his payments 
to suppliers.” 

Also complaining about slow re- 
ceivables was Leonard Bjorklund, 





general manager, Pockrandt Lumber 
Co., St. Louis Park, Minn. 

“Business is good, buying has been 
heavy, but there’s a lag in payments,” 
said Bjorklund. “We don’t worry be- 
cause this is typical this time of year.” 

In Waltham, Mass., Alfred Sey- 
mour, assistant manager, George J. 
Barker Lumber Co. said his firm has 
dropped contractors who fail to pay 
their bills promptly, giving him a 
choice market for materials among 
the most reliable contractors. 


C&C Headache? 

Whether cash-and-carry is a head- 
ache may depend on which side of 
the fence you’re on. 

“Competition from cash-and-carry is 
getting worse,” reported president J. 
E. Carlton, Carlton-Lewis Supply Co., 
Atlanta, Ga., reporting a volume and 
net profit gain for this year with busi- 
ness the last 90 days 50% above the 
summer. 

Another Georgia dealer sang the 
same dirge: 

“Cash-and-carry has invaded this 
area. We've had a 50% drop in vol- 
ume and profit this year, a good part 
of which I blame on cash-and-carry 
competition. We're pinning our hopes 
for ’59 on good home building.” 

On the other hand, down in Dallas, 
owner S. A. Lewis of Lewis Lumber 
Co. is happy over his policy change, 
which has doubled his volume this 
year. 

“Our switch to a cash basis has en- 


abled us to meet competition of the 
other cash yards. November was our 
biggest sales month this year because 
of heavy home building. However we 
also do a lot of business with do-it- 
yourself customers.” 
And There’s Overhead 

The Blanchard Lumber Co., North 
Hollywood, Calif., says it has reduced 
overhead by eliminating overtime and 
reducing payroll by rotating the work- 
ing force. 

“We've cut overhead further,” ex- 


plains office manager Herbert Ro- 
berts, “by making all hands efficiency- 
conscious. For example, a survey we 
made on phone calls has resulted in 
substantial savings on this item.” 

Most dealers will agree with E. I 
(Ted) Timberman, partner, Heavrin- 
lTimberman Lumber Co., Omaha, who 
said: 

“It’s hard to cut overhead. Insur- 
ance, especially is a big factor, espe- 
cially liability insurance for our 
trucks.” 


Plastic Coated Aluminum for House Siding 


Geon vinyl resin supplied by B. F. 
Goodrich Chemical Co. and an 
enamel-like coating called Superclad 
by Sherwin-Williams Co. are used in 
a new aluminum siding that can be 


washed with a garden hose. The 
manufacturer, Hastings Aluminum 
Products of Hastings, Mich., warrants 
the finish against blistering, cracking 
or crazing for 10 years. 





“Bennetts 


CROSS-CUT OR 


Retail lumber yards all over the 
U. S. and Canada are using the 
Bennett 2-Way Panel Saw to give 
quick, accurate, cut-to-size serv- 
ice—ot a profit. 


@ ACCURACY—all cuts are 


And Other Materials! 





WRITE FOR PRICES AND LITERATURE 


RICHARD C. BENNETT MFG. CO. 


LACEYVILLE, PENNA. 


BOX 339 


Circle No. 11 on Coupon, page 48 


2-WAY 
ELSAW 


consistently square. Verti- 
cal and horizontal scales 
are attached for selective 
cuts. 


J 
SAFETY—machine is fool- Coupon today! 


proof. Completely safe for 
unskilled help. 


RIPS OR CROSS CUTS 
without removing panel 
from machine. 


ONE MAN OPERATION— 
one man can cross cut or 
rip a 4’ x 12’ panel quicker 
than two men can on a 
table saw. 





Name____ 
Company 
Address 
City 


Send for this FREE 
GUIDEBOOK 


to new-construction profits 


Learn how Dodge Reports 


help you concentrate on active prospects ... 
or-miss canvassing and rumor chasing. 


them effectively’ and 


DR cccenencretcinmamenintteeannnnion 


MONE RePop,, 


ee 


tell you today who's going to build what tomorrow. 


give you needed facts on when bids are due and who's bid- 
ding — on every stage of construction. 


eliminate hit- 


Get the full story on this unique service. Send in the 


is @ 8 8 8 8 8 OS Ue UL UG 
F. W. Dodge Corporation, Construction News Division, 
119 West 40th Street, New York 18, N. Y., Dept. 2128 
Send me the book ‘‘Dodge Reports — How to use 
let me see some typical 
Dodge Reports for my area. | am interested in the 
general markets checked below. 

() House Construction 
(CD Engineering Projects (Heavy Construction) 


C) General Building 


For Timed 
Selling 
to the 
Construction 


Zone _State. 
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2u0 twine Scores / 


Meec's THe war STACK UP acluDiNe 
APPLICATIONS RECEIVES TODAY 


Locust Greve 
WELLINGTON 


Gaaaire 


Trey Re arTeR vow 


Tee CONTEST 1S OWLY A LITTLE MORE THAN ONE-FOURTH Gone 
STAMOS 4 GOO0 CHANCE 


UR< ha 





We meow OF 4 Few GUYS WHO Ame meaicy “GETTIime im Gean”! 


SO EVERYONE ST 








WEEKLY BULLETINS reported sales standing of each manager. 
“Chuck"’ Hyatt, who took an early lead and 
was final winner. He manages the Locust Grove, Okla. (pop., 
730) yard. He sold $16,850 in home improvements in 60 days. 


Caricature is of 


ington, Kans., 


WINNERS RECEIVE CHECKS from W. O. Palmer, 
Antrim Lumber Co. First prize winner, L. L. Hyatt, in top pic- 
ture, received $500. Second prize winner is J. C. Gillig, Well- 
$250. 








president, 


Contest for small-town line yard managers 


Boosts Home Improvement Sales 33 '/3% 


Personal selling, direct mail and cash incentives put over 


Antrim Lumber Company's drive for Title | business. 


A 60-day home improvement sales 
contest for their 26 branch-yard man- 
agers boosted business 333% for the 
Antrim Lumber Co., Wichita, Kans., 
this year. 

W. J. Richardson, assistant general 
manager, planned and conducted the 
contest, assisted by Marian R. Meyers, 
veteran Title 1 salesman. Meyers has 
the distinction of drawing up the first 
Title 1 contract in Kansas in the mid- 
Thirties. 

“We've always had good Title | 
business,” Richardson explained, “but 
the contest idea was to stimulate those 
managers who were neglecting Title | 
for other phases of the business. 

“We wanted to achieve better busi- 
ness balance for those managers and 
overall balance for all the branch 
yards.” 

Quotas set. Equitable quotas, accord- 
ing to population and market areas, 
were set up. An attempt was made to 


32 


keep the quotas within the reach of a 
hard-working manager who had neg- 
lected Title 1. 

A bulletin to all managers announced 
full detaiis of the contest and offered 
promotional material such as mailing 
pieces, stuffers and decals for trucks. 

“Throughout the contest we issued 
weekly bulletins furnishing up-to-the- 
minute positions of the contesting man- 
agers,” Richardson said. “This helped 
to sustain enthusiasm as competition 
for two or three of the positions result- 
ed in a nip-and-tuck race.” 

Many of Antrim’s yards are located 
in small towns and thus personal con- 
tact—manager with potential custom- 

ame more and more important. 

“Branch managers in the smaller 
towns have limited advertising oppor- 
tunities,” Richardson said: “For in- 
stance, Locust Grove, Okla. has been 
called ‘just a wide spot in the road.’ A 
weekly newspaper may be the only ad- 


vertising outlet. Here’s where personal 
contact pays off. L. L. ‘Chuck’ Hyatt, 
Locust Grove manager, won first place 
and the $500 paid vacation.” 

Hyatt is well-known in and around 
Locust Grove. Some time ago he volun- 
teered to collect bills for the three 
utilities. Contacts made this way 
brought him many friends. 

Winners techniques. “Hyatt sold $16,- 
850 worth of Title 1 during the con- 
test period,” Richardson said. “I imag- 
ine his willingness to give time and en- 
ergy to community affairs has brought 
him much personal satisfaction as well 
as an increase in his business.” 

Second-place winner, J. C. Gillig, 
manager of the Wellington, Kans. yard, 
sold $16,375 worth of Title 1, just 
$475 short of the winner. Gillig won 
a $250 trip award. 

He credits his success in the contest 
to leg work, an interest and belief in 
Title 1 as a way for the homeowner to 
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accomplish repair and remodel projects. 
Gillig likes doing business with the 
farm trade. 

“My specialty is the packaged metal 
barn for the farmer or anyone who 
needs them,” Gillig said. “I sell them 
on a square foot basis. Turnkey price 
for the round top is $1.45 per square 
foot. Skylights and other specials are 
extra.” 

Gillig first quotes the erected price. 
“Out of 27 metal barns sold only two 
were sold on a do-it-yourself basis. | 
quote them the turnkey price first. If 
they are interested in erecting it on 
their own, they'll waste no time in let- 
ting you know about it,” he said. 

Metal barn specialist. Brisk barn sales 
has resulted in Gillig’s workmen becom- 
ing specialists in erecting metal barns. 
Six of them recently erected an 80’x40’ 
roundtop with a 25-foot side shed in 
11 days. He uses 28 ga. USS, 28 ga. 
Wheeling or 29 ga. Strongbarn accord- 
ing to the customers’ preference. 

Newspaper ads played a substantial 
part in Gillig’s sales performance dur- 
ing the contest. He ran an ad once a 
week that usually stressed the time-pay- 
ment features of Title 1. 

The front window of his store had a 
painted sign: “LET US FINANCE 
YOUR REPAIR AND REMODEL 
JOBS. Free estimates, No down pay- 
ment, 5 Years To Pay and, Loans up 
to $3,500.” 

Part of Gillig’s sales success during 
the contest can be credited to regular 
calls on the farmers. 

“I spend a half a day a week calling 
on the farmers,” Gillig said. “Talking 
to them and discussing their problems 
has always been enjoyable to me. It 
certainly helped me in the contest.” 

Third-place winner, J. D. Scott, man- 
ager of the Marlow, Okla. yard was 
only six tenths of one percent off sec- 
ond place. 

The winners were ranked by highest 
percentage of individual quotas attained. 
Hyatt was first with 337% of his 
quota; Gillig’s percentage was 233.9%, 
and J. D. Scott attained 233.3%. 

Edwin “Howard” Frazer, manager 
of the Mulvane, Kans. yard, was a 
runner-up winner and believed he sold 
one of the more unusual Title 1, re- 
model jobs. The job was remodeling 
an attached garage of a Silverdale stone 
home into a beauty shop for the home- 
owner’s wife. 

“Bill Geist, supervisor at Boeing, 
Wichita, although relatively inexperi- 
enced, accomplished a professional type 
job,” Frazer said. 

Geist laid Silverdale in the garage 
entrance, window tile above it, waist- 
high paneling on the interior walls, 
papering, tiled the floor and installed 
acoustical ceiling tile. He also installed 
a fireplace face with Roman brick. The 
job loan was $1,000 under Title 1. 

Dark horse winner. Effectiveness of 
the contest showed dramatically in the 
performance of Carrol G. Harris, man- 
ager of the Caldwell, Kans. yard. 

“Mr. Harris took over management 
of the Caldwell yard the day the con- 


December 22, 1958, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 








WINDOW WAS A WINNER for manager J. C. Gillig, Wellington. He 
sold $16,375 in Title 1 business in 60 days to win second prize. 


Store Merchandising and Personal 
Salesmanship Got Jobs Like These 


ROUND-TOP BARN, $5,500 
of which $3,500 was loaned 
on Title 1. Gillig sells these at 
a turnkey price of $1.45 per 
square foot. Barn was erected 
by six-man crew in 11 days. 
Farmer has built automatic 
feeder for cattle where round 
top joins side shed. 


HOUSE REMODELING, $2,- 
200. Materials included Per- 
mastone, $195; cedar siding, 
$360; paint, $50; aluminum 
awnings, $175. 


GARAGE (24’x26’) of con 
crete block was sold by Gillig 
for $1,500. 











ANTRIM LUMBER COMPANY 


-~ 


PRESENTS ss? 


Handy Andy’s 


easy steps to... 


REPAIR 
REMODEL 
REPAY 





= 


FINANCING 


Use Handy Andy's free planning and estimating serv- 


ices for everything from interior decorating to adding 2 
needed bedroom, a new garage, kitchen modernization, 
s new roof, teaciag, or any oceded farm improvements 
such as a dairy bara or chicken 
house. No remodeling job is too 
small, or too large. Installation by 


INSTALLATION 


We can furnish all labor to do your job and 
include it under handy Andy's easy payment 
plon. Or, if you can do the work yourself, our 
estimators will help you plan the repair or 
remodeling job, and will give you valuable hints 
on how to install the materials. Proper installa 


tion insures a satisthed job. 


Handy Andy's easy poyment pian brings 
all needed repairs or remodeling within the 
reach of all. No money down. Ne financing 
commission. No red tape. No waiting No 





pection during 


skilled workmen, or 0O-IT-YOUR- 


SELF. 


MATERIALS 


se quality building rials trom Hendy 
Andy's quality tried-and-true stock. Quantity 
bu 


ving of quality materials beings our customers 


the best for the least. If you have some materials 
on ha to supplier muir aeeds from Antrim 


Lumber Compeny na se them as jot 


HOME REPAIR AND MODERNIZATION CHECK List 


Morm doors and windows 


Wood or composition shingles 


Asbestos siding 
New garage 

New fence 

Add a room or batt 


the farm: fencing, dairy 


he farm 


« are only 2 fe the » 


ANTRIM 


bare 


New flooring 

Paso 

Doors and windows 
Kutchen cabinets 
Recreation room 
Tool of storage shed 


hog house, poultry house, of any other improvement 


ments you can make under our easy payment plan 


LUMBER COMPANY 


DIRECT MAIL PIECE highlighted Antrim Lumber Company's services: planning, materials, in- 
stallation and financing. Home repair check list suggested specific improvements. 





IMPROVEMENT SALES 





test opened,” explained Meyers. “He 
had no walk-in trade and the problems 
of every new manager taking over the 
reins of a yard. 

“However, under the stimulus of the 
contest and with previous experience as 


Service Charge Added 
to Delinquent Accounts 


Many member-yards of the New 
Jersey Lumbermen’s Association are 
using association-supplied gummed 
stickers on statements in an effort to 
clear up delinquencies, according to 
Hugh O. Tompkins, managing direc- 
tor. 

The sticker, printed in blue and 
measuring 2” x 412”, is fastened to 


a contractor backing him up, he fin- 
ished strong to become one of our six 
runners-up.” 

The managers who won electric mix- 
ers or $20 awards were: Jake Zinn, 
Blair; John E. Curless, Hobart; Cletis 
Winningham, Granite; L. U. “Lu” Mar- 
ang, Guthrie, all Oklahoma; Kansas 
runners-up were Carrol G. Harris, Cald- 
well and Edwin “Howard” Frazer, Mul- 
vane. 

New contest. Plans are being made 


statements having amounts that are 
past due. 

The sticker says, “Important notice 
—effective at once, all open accounts 
that become past due in accordance 
with our usual terms of sale will be 
subject to a service charge of 1% 
per month. This charge is necessary to 
defray the extra expense of handling 
past due accounts.” 

“The idea is going over very well in 
New Jersey,” Tompkins said. 


for another contest for branch-yard 
managers, Richardson said. 

“This will also be a Title 1 contest,” 
he explained, “but this time we intend 
to reward all managers if they reach a 
certain sales peak. This will be decided, 
not in comparison with other managers, 
but in comparison with their own past 
performance in selling Title 1. 

“This way we aim to eliminate the 
argument that some managers are fa- 
vored by location or other factors.” 








IMPORTANT NOTICE 





Effective at once, all open accounts that become past 
due in accordance with our usual terms of sale will be 
subject to a service charge of 1% per month. This charge 
is necessary to defray the extro expense of handling past 
due accounts 








SERVICE CHARGE on past-due accounts 
is flagged by this sticker on statements. 
Editor's note: the stickum on the back 
of the labels tastes terrible. 
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ost Complete AD PLAN Available! 


e Ideas for Ads 


¢ Complete Layouts 


e High quality illustrations 


ADservice, produced by American Lumberman, has unique flex- 
ibility. If you promote remodeling, illustrations are offered on all 
big ticket packages. And when a multi-item ad is planned you 


have your choice of hundreds of product mats. 


There are now 34 mat pages available. Each page sells for $3.95, 
less in quantities, and you get a large heading illustration and from 


six to seven smaller illustrations on every page. With each page, 


we also provide suggested layouts and copy. 


Package 2 


Theme and Project 
Illustrations 

Add-a-room (exterior) ... 
Add-a-room (interior) 
Add-a-room (sketches) 
Attic room 


Christmas, headline illus......... 33 


Entrance, before-after ............ 
Family-recreation room ....2é 
Garages 
Garage converted to room 
Get ready for winter................ 30 
Home improvement 

(composite) 
Insulation 


Modernization Magic 

PI C8 NR vnicessccveniesesinecscceces 24 
Outdoor living ........ 

Paneled room ..................- 
Planning help ............... 


Screened porch 
Warehouse sale 


Package 1 


Theme and Project Mat 
Illustrations Page No. 


Add-a-room . 8 
Attic Rooms 2, 12 


Christmas, general 19 
Christmas, recreation room 20 
Christmas, tools 18 


Fencing 5 
Garage selection 7 
Hardware 11 
Home workshop, tools 6 
Home improvement for interiors... 21 
Insulation 

Kitchen remodeling 

Paint 

Plywood 

Porch or breezeway 

Recreation rooms 


Spring check-up 


Products and 

Applications 

Adjustable post 

Blanket insulation 

Caulking gun 

Cedar closet lining 

Ceiling tile, insulating . 

Ceiling tile, acoustical ................... 
Concrete mix 
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Products and 
Applications 


Acoustical tile ..... 


Awning, window .......... woe : ‘ 


IE onccitstanedadianticvnsesons 
Christmas patterns .. 
Combination doors .... 
Combination windows 
Counter top 

Doors, interior 

Fan, kitchen . 

Fence, picket . 

oo Re 
Hardboard, perforated .... 
Insulation, blanket . 
Insulation, pouring 
Kitchen cabinets .... 


Louvered shutters, interior... 


Lumber, piece-price 
Paint, exterior 

Paint, interior 

Ping pong table.... 
RE cccrsciscranssnete 
Roof cement .. 
Roofing, shingles 
UE IY etiensdesssvaticconese 
Table legs .... 

Tools, hand 

Train table, plywood.... 
Wall tile 
Weatherstrip 
Wrought iron railing 


Cornice, plywood 
Counter top 
Cutting board 


Doors, combination 
Doors, flush 

Doors, folding 
Doors, interior 
Doors, louver 
Doors, screen 


Fence, ornamental 
Fence, pickets 

Fence, 

Fence, wood and wire 
Floor tile 

Flooring, hardwood 


N 


YN NAAN: 


Garages 

Garage doors 

Glass block 

Gutter and downspout 


Hardboard, perforated 

Hardboard, wall tile 

Hardware. builders’ 

Hose, garden 

Insulating plank 

Insulating siding 

Insulation, blankets 

Insulation, pouring 

Jalousie 

Kitchen cabinets 

Knotty pine 

Ladders 1 
Lumber 22 


Medicine cabinets. ......... aie 16 
Mortar mix 22 
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American Lumberman 

















TYPICAL MAT page is shown above. Mat 26 includes a heading 
illustration in three sizes and product cuts for wall tile and 
plastic laminates. If your ad called for other products, they 
would be picked up from other mat pages. For example: No. 34, 
kitchen fans; No. 32 floor tile; No. 10 or No. 23 for additional 
material on kitchen cabinets. 


Paint brushes 

Paint, exterior 

Paint, interior 

Paint, masonry 
Paint, roller and tray 
Ping pong table 
Plywood 

Plywood built-ins 
Plywood handy panels 
Plywood paneling 
Plywood train base 
Posts, fence 


Roof coating 
Roofing, roll 
Roofing, shingles 


Screen doors 
Screen, window 
Screen, roll 
Shelving lumber 
Shingles, asphalt 
Shingles, wood 
Siding, wood 
Stairs, disappearing 
Storm sash 


Tools, garden 
Too!s, hand 
Tools, power 
Trellis 


Wallboard 

Wall tile 
Weatherstrip 
Windows 

Wood mouldings 
Wood paneling 
Wood siding 


American Lumberman 
59 E. Monroe St. 
Chicago 3, Ill. 


(Circle pages desired) 


Package 1 
1, 2, 3, 4, 5, 6, 7, 8, 9, 10, 11 
14, 15, 16, 17, 18, 19, 20, 21, 


pages @ $3.95 
- entire package $82.50 


Package 2 
23, 24, 25, 2%, FZ, MM, 
29, 30, 31, 32, 33, 34 


pages @ $3.95 

entire package $44.90 
Catalog Send free catalog 1 
Name. 
Address_ 


a 


Sata: Vee 
22 





BALSA WOOD MODEL was built first 
and used as a construction guide by 
architect-builder William Schermer, right, 
who built the house with the help of his 


friend Calvin Roy, left. 


Architect Builds .. . 


An ALL-LUMB 


Do-it-yourself project gives dealer-supplier idea for pro- 
moting roof decking for solid walls to contractor customers. 


An all-lumber house designed for 
the do-it-yourself man is being built 
in Evanston, Ill. 

Completed, the two-story 1,700 
square-foot flat-roofed house will have 
used over 33,000 board feet of lumber, 
most of it western red cedar. The lum- 
ber bill will run around $8,000 against 
$2,000 for an average house of the 
same footage. All materials will total 
about $17,000. 

Lumber is the sole insulation. Wil- 
liam Schermer, the designer and build- 
er, is using 5"x5” double tongue-and- 


36 


groove western red cedar for the walls. 
The 4%” solid wood wall gives him a 
“U” factor of .14, equal to the con- 
ventional insulated wall found in the 
average house, Schermer says. 

Why an all-lumber house? 

“T wanted to start with a single basic 
material and become thoroughly ac- 
quainted with it before going on to 
more complicated materials,” explains 
Schermer. This is Schermer’s first 
house design to be built. 

“There is plenty of precedence for 
solid wood walls in the Scandanvian 


ER House 


countries, Russia and early American 
homes,” adds Schermer. “I like the 
basic simplicity of wood.” 

Schermer conceived the idea for an 
all-wood house several years ago and 
designed one for a University of Illi- 
nois professor and his family. The cur- 
rent design was adapted to meet Scher- 
mer’s needs. 

Both the outside and inside walls 
will be left unpainted. Western red ce- 
dar was decided upon after a careful 
investigation of suitable woods. It was 
chosen above other species for its 
weathering ability, insulation value 
and light weight. The cost factor was 
not paramount, but fell below most 
species. 

Lumber firm helps. A routine direct 
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mail piece from Lord & Bushnell, a 
Chicago lumber manufacturer and 
dealer, describing “Lord Deck,” a 
double tongue-and-groove pattern in a 
variety of species, attracted Schermer’s 
attention. Subsequently, the Chicago 
firm got the entire order. 

Lord & Bushnell has been especial- 
ly helpful, Schermer says, in expedit- 
ing lumber shipments and making 
valuable contacts with the Forest 
Products Laboratory for answers to 
lumber questions. 

The lumber was all dip-treated by 
Lord & Bushnell for maximum water 
repellency and protection against rot 
and fungus. Treatment added $20 per 
thousand to the cost. 

Lord & Bushnell received the lum- 
ber in random lengths, 4-18 feet. It 
took six full truckloads to haul it to 
the building site and several partial 
loads. 

“This type of construction is of def- 
inite interest to us because of the 
quantity of lumber used,” declared 
Alex B. Claney, treasurer, Lord & 
Bushnell. 

“We intend to submit information 
to architects, who may be interested 
in specifying this type of construction 
for one or two solid walls. I have al- 
ready submitted a similar plan to one 
contractor. 

“It's a natural for the do-it-yourself 
builder. I’m convinced two good car- 
penters could put up a wall in one 
day.” 

Do-it-yourself project. Except for 
the foundation and electrical work, the 
building has been erected entirely by 
Schermer and his friend, Calvin Roy, 
an artist, who expect to occupy the 
house themselves in the _ spring. 
Neither had any house building exper- 
ience before starting. 

Erecting the four 5’x16’ structural 
beams, each 26 feet long, was the big- 
gest construction problem. Twelve 


ALL-LUMBER HOUSE being built in Evan- 
ston, Ill. uses 5”x5” T&G treated cedar 
roof decking as principal building ma- 
terial. Interior and exterior will be left 
unpainted. House is do-it-yourself proj- 
ect by architect and friend. 







































LUMBER IS USED to give design and orn 
ament to the house by means of the ex 
tending 5”x5” units. Flat roof and many 
small windows at either end are design 
features. 


friends provided the required muscle 
power. 

Architecturally, the house presents 
an interesting design with the project- 
ing 5”x5” lumber units at either end 
of the building. Inside, at either end of 
the 56-foot open living area across one 
side of the house, are two elevated 
studios, each 8’x16’. Each studio is 
reached by an open stairway from the 
living room. A short open stairway 
will lead from each studio to the two 
bedrooms on the second floor. A 
kitchen and dining room are on the 
first floor. 

Situated on a 80’x132’ lot, the house 
overlooks a sizeable pond; the environs 
will be developed into a city park. 
Schermer, 30, has studied architecture 
and is employed by the architectural 
firm of Barry Bryne & Parks. Bryne 
was One of Frank Lloyd Wright's first 
apprentices. 

What is the future for this all-lum- 
ber house? 

“It’s the first house I’ve designed 
and I hope to make it my calling 
card,” says Schermer. 





Lumber for 

1,700 Square Foot House 
Here is the list of lumber items used 

in the all-lumber house designed and 

built by William Schermer: 


5”x5” cedar ..19,283 board feet 
3”x6” cedar 
(roof decking) . 5,275 board feet 


er 2,282 board feet 
3”x6” stairs and 

landings ..... 1,961 board feet 
ee Se 2,764 board feet 
2. eee 692 board feet 
2° uta” : 1,102 board feet 


33,359 board feet 




















BOOKS 
for CALCULATING 


and 


ESTIMATING 


THE LUMBERMAN’S ACTUARY. By 
John W. Barry. The new revised edition 
has 560 pages. Top Dollar page is now 
$400.00 per M and the starting unit 
price is $20.00 — a total of 461 main 
dollar pages plus pricing units of squares 
such as shingles. You can sell by the 
piece or by the thousand — all from 
the same page and same book at any 
desired price. The cover is durable fabri- 
coid with stitched binding that allows the 
book to lie flat. Tables of nails, kinds 
and quantities required for various work, 
and other tables of information are in- 
cluded. Price $16.50. 





EXPERT LUMBER PRICER. By E. M. 
Hiatt. A page for each price per thou- 
sand, in steps of $1 from $25 to $150, 
and steps of $5 from $150 to $200. 
Along the left side of each page are 
listed by thickness and width the differ- 
ent items carried in the ordinary retail 
yard, and along the top margin are the 
various lengths. Turn to the price and 
find where the item and length lines 
cross, then find price per piece. Price 


$7.50. 


HANDY LUMBER CALCULATOR. A 
useful pocket size manual including a 
lumber calculator for standard sizes, log 
rules, estimated weights of lumber and 
useful miscellaneous lumber tabulations. 
Price 50 cents. 


LIGHTNING VENEER CALCULATOR. By 
Vermeulen. Aid to veneer manufacturers 
and users of veneers for accurate, handy 
and simple calculator. Tables cover all 
dimensions from 1/16 inch to 48 inches 
wide and from 1 inch to 144 inches long. 
Price $5.00. 











Mail This Coupon to | 
| 
| AMERICAN LUMBERMAN, INC | 
l 59 E. MONROE ST., CHICAGO 3, ILL 
| Enclosd is my check in the amount of $ for | 
| the books | have checked below 
Remittance must accompany order | 
THE LUMBERMEN’S ACTUARY ons 
By John W. Barry ........ $16.50 
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The dealer gets circular, banners, counsel— 


Jobber Provides a Packaged” Sale 


New England lumberyard competes 
with chain stores on paint specials 


STORE APRON is filled with advertised fall merchandise. Win- 
dow banners are supplied by the jobber. 


By paying 6¢ a copy for the direct-mail flyer shown 
above, the Battistoni Lumber & Hardware Co., Southwick, 
Mass., staged a traffic-building nine-day fall roundup sale. 

The folks at Battistoni’s were saved the trouble of de- 
veloping the circular and tie-in window and store banners. 
All was furnished as part of the “packaged merchandising” 
service of E. Rabinowe & Co., Inc., wholesale paint and 
hardware distributors in Yonkers, N. Y. and Middletown, 
Conn. 

“Rabinowe’s service brought new faces into our store,” 
said Ray Johnson of Battistoni Lumber. “It gave us a ter- 
rific edge to compete with the chain stores and department 
stores. 

“On such promotions, we accept a low markup on the 
advertised items. But in most cases the customers buy two 
or three regular items not in the circular. And we know 
we have picked up repeat customers through this direct- 
mail program.” 

Sight unseen. The circular is not syndicated but is tai- 
lored to the needs of the local area. There are 75 items, 
ranging from low-end to high-priced merchandise. 

To keep the promotion timely, the Battistoni people do 
not see the circular before they buy it. They are not even 
given the theme of the circular in advance. 
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FALL ROUND-UP THEME is merchandised inside of Battistoni’s 
store with banners supplied in jobber’s merchandising service. 


Working “sight unseen” demands mutual faith between 
retailer or wholesaler. Rabinowe must have faith that the 
dealer will accept the finished product and the merchan- 
dise selections. Battistoni must have faith that the job- 
ber’s work will meet his standards and must abide by the 
jobber’s promotion decisions. 

In the fall roundup circular, a free rain bonnet was of- 
fered to all who came into the store. Also, a dollar refund 
on any purchase of $10 or more was publicized in the 
circular. Although people may not directly respond to such 
offers, they are eye-catching and lend excitement to any 
promotion, said Manny Rabinowe. 

The Rabinowe firm solicited Battistoni Lumber for 
more than two months prior to the circular’s mailing date. 
After getting a basic order from the dealer, they sent a 
series of four letters that told the dealer how to gear up 
for the sale from the retail end. 

Then the jobber’s salesmen 
clerks about the promotion. 

A retailer could not possibly afford to develop such 
promotion materials on his own, explained Rabinowe. The 
jobber can sell the services below production costs because 
of the added sales to them from the retailers. 

The Rabinowe firm runs two of these promotions for 
retailers a year, one for spring and the other for fall. 

In some cases, manufacturers of tools and other special- 
ties cooperate with the jobber to give genuine values in 
the seasonal promotions. 


talked with lumberyard 





Packaged Merchandising Pays Off 


Dealer satisfaction in 
the merchandising serv- 
ice of E. Rabinowe Co., 
Inc., hardware and paint 
jobber, has been so good 
that the Yonkers, N.Y. 
jobber has added 45,000 
square feet to its ware- 
house. 
When completed the 
warehouse will be 80,- 
000 square feet with a 
7-car rail siding and fa- 
cilities for 15 trucks. 
Breaking ground for 
the addition at right are 
(I. to r.) Albert Rabi- 
nowe, Manny _ Rabi- 
nowe and Max Zimberg. The Rabinowe firm is cele- 
brating its 59th year in business. 
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The finishing touches _ 
that make sales! Ne 


= 


Now in Our 60% Year. 


DRAWER SLIDES 


Top quality K-V drawer slides are your answer 
to home building and remodeling profits. They’re 
well designed, sturdily constructed and guaran- 
teed to keep drawers from sagging or sticking. 
Each K-V drawer slide is backed by Knape & 
Vogt’s 60-year reputation for highest quality. 
Ask your K-V sales representative to tell you the 
complete K-V story. 


K-V No. 1300 Lightweight Exten- 
sion Drawer Slide This lightweight 
ball bearing drawer slide has nylon rollers 
for noiseless, smooth and effortless op- 
eration. It is economical and will carry 
loads up to 50 Ibs. Easy to install; comes 
complete with do-it-yourself instructions 
fully illustrated and explained 


K-V No. 1400 Ball Bearing Exten- 
sion Drawer Slide Provides floating 
extension for heavy drawers. Positively 
eliminates sticking, jamming, sag or 
breakdown even when drawers are heavi- 
ly loaded and fully extended. Has self- 
lubricating, frictionless bearings. Sizes: 
12” to 38” 


K-V No. 1600 Self Closing Exten- 
sion Drawer Slide Closes automati- 
cally when the drawer is within six inches 
of closing. Glides shut easily, noiselessly 
and smoothly on ball bearing nylon rollers. 
Drawer easily removed at full extension 
without removing mounting screws. Com- 
plete instructions enclosed with each unit. 


K-V No. 1700 Extra Heavy Duty 
Extension Drawer Slide Glides out to 
full extension, even under loads of more 
than 100 Ibs. Allows full use of all drawer 
space. Recommended for heavy-duty 
drawers, all file cabinets and drawers 
holding precision electronic equipment 
such as high fidelity tuners. Frictionless, 
noiseless, easily instailed. 


KNAPE & VOGT MFG. CO. 
Grand Rapids, Michigan 
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Morgensen, junior partner of the firm, 
“that this was the easiest and best 
way to display merchandise of this 
type. Customers want to see the prod- 
uct before they can be sold.” 
And that is what happens in the 
Morgensen aluminum area. One out- 
side end of the display features alu- 
minum awnings, also aluminum siding 
in five attractive colors. Each of the 
“rooms” is connected by an aluminum 
screen or storm door or combination 
door 
Aluminum products displayed in- 
side the rooms range from decorative 
door grilles, aluminum foil batten in- 
sulation, mailboxes, threshold and 
door trim, ventilating louvers; address 
markers, door kick plates, shelf brack- 
ets and every other aluminum item 
handled by the firm. Installed win- 
dow units are placed near the entrance 
to the Center. 
Directly opposite the aluminum 
Th \ " ° center is a large revolving nail bin 
ree Rooms Sell Aluminum containing aluminum nails of every 
size. Every customer purchasing nails 
. ; : , can’t help but see the big aluminum 
All aluminum products concentrated in one area in dealer's display and most of them take time 
to browse around. 
Morgensen feels that a modern, up- 
as to-date display of aluminum helps in- 
Coincident with the opening of their minum in three separate “rooms” still customer confidence in his firm. 
new store early this year, Morgensen lined with perforated hardboard to It demonstrates that he is offering 
Lumber Co., Oklahoma City, set aside allow maximum display space. the best and latest in ideas and ma- 
a 48 square-foot display area for alu- “It was our opinion,” said Dean terials. 


new Oklahoma City store. 








PONDEROSA PINE -— SUGAR PINE 


Trade Mark WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 
Annual Production 56 Million 


High Altitude, Soft Textured Growth 


cer Modern Moore Design Dry Kilns 


R a Manufacturer and Distributor 


tise PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 
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Sell PLATED WASHERS 


in Complete a 


instead of “Piece-Meal” 


Here’s modern merchandising in staple, HARDWOOD POLE SOc KETS 
small-unit merchandise. Save extra 


handling ... build up the sale automat- For supporting poles in clothes closets, wardrobes, 
ically. Washers are pre-counted, ma- doorways, etc. 
chine-packaged. Only Wrought Washer Made of durable hard maple for maximum 
makes KLIP-PAC! All standard sizes, strength, with extra deep holes to prevent heavily 
3/16” to 5/8” ID. loaded poles from dropping out. ; 

ORDER FROM YOUR JOBBER. Low in cost — easy to install — available in several 
sizes. 
WROUGHT WASHER MFG. COMPA NY Ask your jobber, or write 

The World's Largest Producer of Washers 


2203 SOUTH BAY STREET * MILWAUKEE 7, WISCONSIN vey Takei AVE 
WADDELL MFG. co. GRAND RAPIDS. MICH 








Circle No. 16 on Coupon, page 48 Circle No. 17 on Coupon, page 48 
December 22, 1958, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





_ AMERICAN 
_ LUMBERMAN | 


Colored Aluminum Paint 


Dealer Eldon E. Heckelbower, J. W. 
Oliver Lumber Co., Three Rivers, Mich., 
learns about a new colored aluminum 
siding paint for vertical walls of as- 
phalt, asbestos and concrete introduced 
at the NRLDA Show by Al1I-Chroma 
Paint Co. from the firm’s president Pete 
Peters (right). 

Producing beautiful colors, the paint 
is now available through distributors in 
one gallon and five-gallon cans or in 
55-gallon drums. The suggested retail 
price for one gallon is $5.85. The re- 
tail markup on cost is 40%. 

Dealer sales aids include literature, 
color cards and display panels, which 
will be available on Jan. 1. The man- 
ufacturer is offering dealers a cooper- 
ative advertising allowance of 50-50. Al- 
Chroma Paint Co., Dept. AL, Stevens 
Point, Wis. 
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Prefinished PlyWelsh Molding 
General Sales Manager Tom Welsh, 
Welsh Plywood Corp., describes his 
firm’s new prefinished line of hardwood 
moldings to match prefinished panels 
to dealer Enrique Burrell (right), Al- 
macenes, Martinz Building Materials & 
Lumber Co., Panama City, Republic 


of Panama, during the NRLDA Show 
in Chicago. 

PlyWelsh prefinished molding comes 
in seven different designs in casing & 
apron, mullion, stool, stop, base, shoe 
and cove. Each of the seven molds are 
prefinished at the factory to assure a 
perfect match for all prefinished wall 
panels now on the market, says maker 
Lengths are 8’ to 16’ to eliminate 
problems encountered with short pieces 
of molding. Each piece of molding is 
sealed in individual polyethylene tubes 
to assure that its user will receive it in 
“factory new” condition 

PlyWelsh prefinished moldings are 
available through distributors only 
Dealer sales aids include literature, a 
counter display and ad mats, which 
may be obtained without charge. Welsh 
Plywood Corp., sub. of E. L. Bruce 
Co., Dept. AL, 1228 N. Hollywood 
St., Memphis, Tenn. 
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Multiplex Silent Salesman 


An all-purpose Multiplex display unit 
was introduced for the first time to 
lumber dealers at the recent NRLDA 
Show in Chicago. Dealer Chas. W. 
Scheffer, Scheffer’s, Nashville, Tenn., 
watches manufacturer’s representative 

Benson (right) swing display 
wings on unit as easily as he would a 
page in a looseleaf book. 

Designed to show hundreds of build 
ing products, the all-purpose unit has 
a suggested retail price of $306.25. Also 
available are smaller Multiplex units, 
which are offered at $43.50 and up- 
wards. The dealer as well as the whole- 
saler may add more Multiplex equipment 
as additional display area becomes 
necessary. 

Swinging all-steel Multiplex display 
wings provide eye-level merchandising 
space for 4’x8’ plywood sheets, doors 
flooring, roofing, etc., as well as man- 
ufacturers’ literature and dealer sales 
help kits. Shipped kd, the all-purpose 
unit is available direct from the man- 
ufacturer. Multiplex Display Fixture 
Co., Dept. AL, 910 N. 10th St., St. 
Louis 1, Mo. 
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Push-Button Cooking Center 


Introduced at the NRLDA Chicago 
convention, although not yet available 
to the trade, is the new Hotpoint “Cus- 
tom Trend” push button cooking center 
No price was announced for the built-in 
kitchen unit. It includes both conven- 
tional oven and electronic oven, each 
fully equipped. Push buttons turn the 
ovens on and off, raise and lower oven 
doors, cause four range top units to 
slide out from concealment at 32” height 
Another push button opens up a range 
hood, hidden above the ovens. Complete 
timing devices for starting and stopping 
cooking are provided. Rough-in dimen- 
sions are 30” deep, 62” wide. Hotpoint, 
Inc., Dept. AL, Chicago 44, Ill 
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Daylite Domes 
John Proctor, president, Rigby Lum- 
ber Co., St. Catherine, Ont., Can., learns 
how Daylite Domes can effect substantial 
savings on electric illuminating costs at 
NRLDA Show from  manufacturer’s 
representative Stanley J. Werenski (left). 
The Daylite Dome line includes not 
only standard skydomes but new self- 
flashing models, special designs with 
low silhouettes to blend with residential 
roof lines, designs that combine day- 
lighting and ventilation for interior bath- 
rooms and kitchens. Leakproof design in- 
cludes integral condensation gutters and 
provision for weepage. Daylite Domes 
are prefabricated units that can be in- 
stalled easily and economically. The 
unit consists of an Acrylite dome and 
(continued on next page ) 
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extruded aluminum frame for attach- 
ment on 158” frame member. Clear 
colorless and white translucent domes 
are available. 

A new Daylite Self-Flashing Dome 
consists of a clear Acrylite dome chem- 
ically bonded to an acrylic reinforced 
plastic sheet which forms a sealed-in air 
cavity. Unit has 4” flange for nailing to 
roof deck. 

Daylite Domes are now being distrib- 
uted and stocked by 50 building sup- 
ply houses from coast to coast. Cooper- 
ative advertising allowances are avail- 
able to dealers. Wasco Products, Inc., 
Daylite Engineering Div., Dept. AL, 
Bay State Road, Cambridge 38, Mass. 
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Touch of Luxury on Front Door 
Dealer Charles R. O'Connor, O’Con- 
nor Lumber Co., Westfield, Mass., ad- 
mires a decorative escutcheon introduced 
at the NRLDA Show by Weiser Co. 
Of solid brass, the new escutcheon is 


medium-priced and it is offered in 
either a modern or oriental design. It is 
ideal for both backsetting and stand- 
ard 2%” placement on entrance doors. 
Available nationally, it may be ob- 
tained from distributors. 


Low-Cost Aluminum Line 


The Miami Window Corp. describes 
its new Highlander window and doors as 
“America’s Thrift Line.” A complete 
aluminum department, the units include 
awning, single-hung, jalousie, horizontal 
slider and combination windows; jalousie, 
combination, sliding glass doors and tub 
enclosures 

The awning window has double vinyl 
type weatherstripping; vinyl glass setting 
channel; concealed hardware. Horizontal 
slider windows conform to AWMA specs. 
Highlander sliding glass doors require no 
special knowledge or skill for installa- 
tion, says maker. The 134” all-aluminum 
extruded jalousie door comes in five 
sizes. It is available as a commercial 
plate glass door, screen door or storm 
door. 

Market data. You can sell a 3’x4’ four- 
vent aluminum awning window complete- 
ly glazed and with screen at $25, which 
includes a 33% markup on your cost, 
maker says. Glass jalousie and sliding 
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Dealer sales aids include literature 
and displays. Weiser Co., Dept. AL, 
4100 Ardmore Ave., South Gate, Calif. 
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Do-It-Yourself Laminate 

Even do-it-yourself beginners will find 
Conolite, a hard surface laminate, easy 
to apply, explains manufacturer’s rep- 
resentative William H. Carpenter (right) 
to dealer S. Byron Lurye, Builders 
Supply Co., Superior, Wis., and son, 
Bruce, at NRLDA Show. 

Conolite is made in a rainbow of 
colors and a wide variety of patterns, 
including woodgrains, marble, pearls 
and scrims. It may be used on any 
horizontal or vertical surface that can 
use a plastic laminate to advantage— 
in kitchens, bathrooms, pantries, hails, 
playrooms. Its suggested retail price is 
approximately 59¢ a square foot. It has 
a retail markup on cost of 30%. Cono- 
lite laminate may be obtained through 
wholesale lumber and building material 
jobbers. 

Dealer sales aids include a display 
rack offered on a loan basis, plus liter- 
ature. Conolite Div., Continental Can 
Co., Dept. AL, Wilmington 99, Dela. 
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glass doors are available kd. All units 
are available for immediate shipment. 

Sales aids include job signs, stickers, 
ad mats, catalog and literature. Miami 
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Wood-Grain Plateboard 

Chicago distributors Thomas Cher- 
rington (left), Cook County Lumber 
Co., and R. Davison (right), Midwest 
Jobbers, hear merchandise manager H. 
M. Lineweaver discuss the durability 
of his firm’s Wood-Grain Plateboard 
at the NRLDA Show. 

Introduced in this country and to 
lurnber dealers this year, Abitibi Wood- 
Grain Plateboard is ideal for all inter- 
ior paneling applications. Beautifully 
finished at the factory, it offers cus- 
tomers an opportunity to wall an en- 
tire room with it for as little as $69, 
maker announces. It is available in a 
choice of four patterns in both oak and 
walnut finish and in various panel 
sizes. Plain, 4’x4’, 4’x8’ and 4’x12’ 
panels give a smooth effect; Vertiboard, 
4’x8’ panels are vertically grooved to 
create an_ interesting wall pattern; 
Blok, 4’x4’ panels make a distinctive 
checkerboard pattern and Random, 4’ 
x8’ panels offer still another eye-ap- 
pealing effect. 

Another Abitibi product, Perforated 
Plateboard, is punched with 3/16” holes 
on one inch centers. A strikingly decora- 
tive material, it’s useful, too, in com- 
bination with metal fixtures to simplify 
storage in closets, kitchen cabinets, 
workshops, etc. Abitibi Corp., Dept. AL, 
956 Penobscot Bldg., Detroit 26, Mich. 
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Window Corp., Dept. AL, P. O. Box 877, 
International Airport Branch, Miami 
48, Fla. 
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Your team is playing in a tough league 


and maybe you don't care 


.. but if you do, this message is for you. 


Most of America's leading dealers find that the one best way to keep their teams in shape 
is through American Lumberman & Building Products Merchandiser. 


Here are comments from successful dealers who send copies of the publication to their key 


employees—right to their homes. 


Better Adaptation to Particular Problems. 

“For some time we have provided subscriptions to American 
Lumberman for our yard and office personnel. Every one 
says that they enjoy the magazine and | am certain from out 
discussion at sales meetings that the new ideas and new prod 
ucts are carefully reviewed by almost everyone. 

. . Every issue is carefully read by myself, but it is surprising 
to see how often some one else will read the same articles 
and draw a much better adaptation to our particular prob 
lems than I had received. 

Keep up the good work.” 
Ed Mathieu—Mathieu Lumber & Supply Co 
Blue Island, Ill 


Training Key Personnel 
“We initially decided on the group subscription for the 
training of all key personnel. We are well satisfied with the 
results, It has materially cut down on the time I have to 
spend in reviewing your magazine, and of course, has eased 
the problem of disseminating the information to our staff. 
Copies go to our Sales Department, Yard and Shipping Su- 
perintendent, Lumber Shed Manager, Estimator and Office 
Manager.” j 

R. P. Rosenthal, Rosenthal Fuel & Lumber Co., Inc. 

Crystal Lake, Ill. 

Keeps Sales Force Alert 
“By receiving American Lumberman in their homes, our 


START A GROUP SUBSCRIPTION 
TO AMERICAN LUMBERMAN 
FOR YOUR KEY EMPLOYEES TODAY. 


Just fill in the order form at right and mail it to Amer- 
ican Lumberman with the names and home addresses 
of employees to receive the publication. Two one year 
subscriptions are $3 each and three or more subscrip- 
tions are $2:50 each. (Single subscriptions $5 each). 


salesmen have an opportunity to read thoroughly every issu 
and get the greatest benefits from it, without being inte 
rupted by phone calls and customers. The next day we can 
usually find a lively discussion of the various articles going 
on informally. Various points of view are brought to light 
and more importantly, each man does his own thinking and 
arrives at his own conclusions as to how he can best use the 
information. 

. . America. Lumberman keeps our sales force alert and 
receptive to new ideas and methods in our fast changing 
business.” 

W. E. Carter—Carter-Jones Lumber Co 
Akron, Ohio 


Everyday Use on the Job 
‘Find enclosed, herewith, check for renewal of our group 
subscriptions for American Lumberman to be mailed to at- 
tached list of employees. I think you wiil be interested to 
know that before renewing our group subscriptions we sent 
an inquiry to each of our employees . . . to find out if they 
read it and get any ideas from it. Not only did they read it 
and indicate that they wanted the subscription continued, 
but they told us of the many benefits they received such as 
keeping them up-to-date on the newest products and ideas 
of merchandising . . . that they could use in their every day 
job.” 
Paul D. DeVille—DeVille Lumber Co. 
Canton, Ohio 


Please enter o group of _____._ subscriptions to American Lumberman to be sent to the 


attached list of employee names and home addresses. 
Company nome _ 


Address 


City 


Zone ae scaasietetasihanitigieibenedignssile 





State eA SRE! ee ee ee 





Check for $____. enclosed. C)” Bit Company 


Mail to American Lumberman & Building Products Merchandiser, 59 E. Monroe Street, 


Chicago 3, Ill. 
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Backyard Skating Pond 


A new portable plastic ice-skating 
rink is announced by Warp Bros. after 
five winters of testing. The new item, 
called Warp’s Jiffy-Rink, can be set up 
quickly, maker announces. Each rink is 
complete with durable framing material 
and quality plastic liner. Made in two 
sizes—a 20’ diameter that sells for 
$10.95 and a 12’ diameter that sells for 
$7.95. Jiffy-Rinks are individually boxed 
in a colorful three-color carton, packed 
three to a master shipper. Warp Bros., 
Dept. AL, 1100 N. Cicero Ave., Chicago 
51, Tl. 
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Nylon Glide and Monorail 


zinc-coated steel 18” 
Nylon Glide 


Penn-Akron’s 
Monorail and Universal 
(cat. no. 300) is a simple, strong and 
inexpensive new approach to positive 
drawer control. It is said to offer quiet, 
trouble-free drawer action for all cab- 
inet, vanity and furniture drawers with 
positive stop, yet removable drawers. 
Two drawers may be operated on a 
single wood center rail since no anti- 
tilt rails are needed. No notching of 
drawers or wood rails is required and 
the Monorail and U-Nyl-Glide may be 
preinstalled to wood center rails and 
drawer backs. Penn-Akron Corp., Hard- 
ware Div., Dept. AL, Woodside 77, 
, 4 
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Has Two-Piece Aluminum Frame 


A new Textron aluminum window is 
internally weathersealed by means of a 
two-piece insulated frame, minimizing 
condensation and frosting. Panes are 
held in place by vinyl plastic beads. 
which are easily removed and reused if 
reglazing becomes necessary, it is said. 
The window is also furnished double- 
glazed for maximum insulation qualities 
at low cost, maker announces. A fiber- 
glass screen is readily removed from the 
new window, as is the movable sash, 
from the inside for cleaning and repair. 
The window is available in single hung, 
double hung, horizontal slide and fixed 
sash models. Textron Metals Co., Dept. 
AL. 39 James St., Girard, Ohio. 
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Blue Glitter Line 


Glitter, a popular gold-sprinkled nov- 
elty pattern, is now available in a new 
vibrant Pacific Blue shade for adapta- 
tion to kitchen counter tops, bathroom 
vanities and for novelty furniture appli- 
cations. In addition to Blue Glitter, the 
pattern is also available in turquoise, 
charcoal, white, pink, cherry, beige, yel- 
low and grey. Nevamar Div., The Na- 
tional Plastic Products Co., Dept. AL. 
Odenton, Md. 
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Flex-Clip System 


Reduction in_ plaster 
cracking and sound trans- 
mission is claimed for a 
new Flex-Clip System con- 
sisting of three galvanized, 
flexible, steel clips that 
attach %” gypsum lath to 
wood framing. Clips are 
said to absorb stress and 
strain ordinarily transferred 
to plaster surface as wood 
framing moves. National 
Gypsum Co., Dept. AL, 
Buffalo 2, N. Y. 


Circle No. 214 on Coupon, page 48 


MARTIN 
SENOUR 
PAINTS 


Color Mixing on Your Counter 


Easy selection of paint colors and 
their immediate preparation by the 
dealer now is possible through the new 
Jet Blender powered by a “% hp motor 
The machine, sized to fit on a dealer's 
front counter, employs 10 colorants 
dispensed through precision-engineered 
metering valves to create precise shades, 
tints and hues in a variety of finishes 
The colors can be prepared for nearly 
all types of finishes including the new 
water-thinned paints, flat, gloss and 
semi-gloss enamels, exteriors, floor and 
trim and masonry finishes. The mixing 
machine enables a dealer to provide a 
fast-selling custom color service with a 
minimum investment and_ inventory 
Martin-Senour Co., Dept. AL, 2500 S 
Senour Ave., Chicago, IIl. 
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Two-Way Locks for Windows 


Made of heavy steel, Two-Way Locks 
for windows are a perfect replacement 
for broken window cords and a real pro- 
tection against burglars raising a win- 
dow to gain entrance. The upper arm 
forms a locking wedge between the win- 
dow and frame, making it practically 
impossible for a burglar to raise the 
window. The lower arm forms a locking 
wedge between window and frame, hold- 
ing the window in any desired position. 
When the two levers are pressed to- 
gether, the locks are easily released and 
the window raises or lowers. 

Two-Way Locks are mounted on a 
5%" x 3%” display card, —— full 
instructions. Standard finish in brass; 
nickel available on request. Two-Way 
Lock Co., Dept. AL, 220 Insurance Ex- 
change Bldg., Des Moines, Iowa. 
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Built-In Dishwasher 


A new built-in, fully automatic dish- 
washer is available in satin chrome and 
antique copper. A spin-impeller type, it 
is constructed to fit under a standard 
36” high countertop and is 24” wide x 
23” deep. A major feature of the new 
unit is the maker’s Turbo-Wash, attained 
by placing a part of the work load in a 
rotating basket, actuated by internal wa- 
ter movement. This feature assures a 
thorough wash, says maker. The unit, 
which completes a wash-rinse-dry cycle 
in 34 minutes, can be stopped at any 
time to insert a forgotten plate and will 
continue with the washing process. 


The dishwasher is produced in both 
pump and gravity types to meet local re 
quirements and is list priced around 
$320. Preway, Inc., Dept. AL, Wisconsin 
Rapids, Wis. 
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Aluminum Rafter Vent 


A new aluminum rafter vent is espec- 
ially designed for homes with unenclosed 
eaves. Fully adjustable for excellent fit 
ting, the new rafter vent can be installed 
in seconds and held in place by four 
aluminum nails. Made of Alcoa alumi- 
num and available in two styles, the vent 
features a series of slots, ’s" x 2”, which 
meet FHA ventilation specifications. 
Each style is available for rafter spacing 
of 16” oc and 24” oc. The vent is avail- 
able in heights of either 542” or 712” 
Aluma Kraft Mfg. Co., Dept. AL, 1330 
N. Rock Hill Road, St. Louis 17 
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Do-It-Yourself Workbench 


Here is a serviceable workbench for 
every workshop. Kit comes with four 
32” high legs of 14 gauge steel, two 
18” top cross support beams of 12 gauge 
steel, two 20” shelf support beams also 
of 12 gauge steel and 16 bolts, nuts and 
lock washers. Features include holes for 
three shelf adjustments, smart light gray 
enamel finish and legs that nail or bolt 
to floor or take castors. A do-it-your 
selfer can assemble the workbench in 
minutes, using any length plywood, 
planking, flush doors, or other lumber 
desired. Toolkraft Corp., Dept. Al 
Plainfield St., Springfield, Mass. 
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Permits Custom Construction 

Hot dip galvanized Equipto Angle is 
said to enable anyone to design and 
build custom steel structures. The new 
material is available in 12 and 14 gauge 
weights and 10’ or 12’ lengths. It is 


(continued on next page ) 





“They must have run a help 
wanted classified ad in 
'' AMERICAN LUMBERMAN!” 


Whether you’re looking for a new job... 
a new man to fill an old job. . 
buy or sell equipment, lumber, a business 
—you'll get results by using the classified 
pages of AMERICAN LUMBERMAN! 


American Lumberman 


59 E. MONROE ST @ CHICAGO 3, ILLINOIS 





. Want to 





“Wouldn’t take $1000 for him. I’ve taught 
him to say ‘Don’t forget ‘““Scotcn’”’ Brand 
Masking Tape’ with every paint sale!”’ 
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NEW PRODUCTS 


( begins on page 41) 





punched with scientifically spaced holes 
and slots so that it may be cut to any 
length and bolted together to make such 
items as storage racks, tables, derricks, 
ladders, etc. This system permits the cus- 
tom construction of special equipment, 
yet requires no engineering or mechan- 
ical skill to use, maker announces. Bolts 
and nuts are furnished with the Equipto 
Angle so the only steps are to cut angles 
to length (a one-stroke cutter is avail- 
able) and bolt them together. Instruc- 
tions are packed with each bundle of 
10 angles. Equipto, Dept. AL, Aurora, 
iil 
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Sheer Line of Wood Cabinets 


Brammer Mfg. Co. announces the in- 
troduction of Sheer Line wood kitchen 
cabinets in a choice of two beautiful 
new finishes, Driftwood and  Plati- 
num. The Driftwood finish kitchen 
pictured above is designed to harmonize 
with sheer styled modern appliances 
and with the fine furniture styles in 
living and dining rooms, maker says. 
Product features include flush doors 
and drawer fronts, adjustable shelves in 
both base and wall cabinets and refined 
pewter finished hardware. Brammer Mfg. 
Co., Dept. AL, Davenport. Iowa. 
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introduces Metallic Series 

A range of eight colorings—four in 
this straight-grain design and four in a 
spatter effect—are being introduced by 
Armstrong as the new Metallic Series in 
its line of Excelon Tile. Made in 9” x 9” 
size, service gauge, the line includes 
Beige Gold, Mint Gold, Slate Gold and 
Pink Gold in the spatter styling and 
White Gold, Black Gold, Ivory Gold and 
Redwood Gold in the straight-grain de- 
sign. The metallic design extends through 


46 


the entire thickness of the tile. Recom- 
mended for use on, above or below grade- 
level, the Metallic Series may be installed 
either by a do-it-yourselfer or profession- 
al floor mechanic, says Armstrong Cork 
Co., Dept. AL, Lancaster, Penna 
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Low-Priced Soldering Gun 


Designated as Model 8100, a new low- 
cost soldering gun features instant heat, 
twin spotlights, triggermatic control, over 
100 watts and low-cost replacement tips. 
The premium features and low price are 
intended to help dealers build sales dur- 
ing the holiday season. Powerful promo- 
tion behind the new tool includes two 
full-page advertisements in Life Maga- 
zine and a dealer-listing advertisement in 
95 Sunday supplements in leading news- 
papers. The soldering gun is UL-ap- 
proved and guaranteed for one year, 
announces Weller Electric Corp., Dept. 
AL, Easton, Penna. 
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Range Hood & Ventilator 

Kitchen Kompact is introducing a new 
range hood and ventilator into its line 
of birch kitchen cabinets. The range 
hood, available in solid stainless steel 


or brushed antique copper, will be 
offered in 30”, 36” and 42” lengths and 
is designed to fit all standard depth 
cabinets. It features a totally enclosed 
built-in, push-button light and _ push- 
button ventilator controls for high and 
low speeds and a solid top to protect 
cabinets. The 8” ventilator has a com- 
pletely enclosed motor and _ polished 
aluminum grille. Filters are easily re- 
moved for cleaning. THe Mullican Co., 
Dept. AL, 310 W. Liberty St., Louis- 
ville 2, Ky. 
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More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 


Expanded Flange Corner Bead 


The Casings No. | corner bead is the 
latest in a new series of steel plaster 
grounds. Rolled from 26 gauge hot gal 
vanized steel, each flange measures 2° 
from the tip of the nose to the edge ot 
the mesh. It is available in 7’, 8’, 9’, 10 
and 12’ lengths. The 7’ and 8’ lengths are 
packaged 80 pieces to a carton. With the 
addition of the No. | expanded flange 
corner bead, the maker will offer a com 
plete line in 1959, including five diffe: 
ent corner beads, five shapes each of 
short flange casing beads and expanded 
flange casing beads, four types of base 
screeds and one concealed picture mold 
Casings, Inc., Dept. AL, 2408 N. Far 
well Ave., Milwaukee 11, Wis 
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Buck Door Frame 


Kewanee Mfg. Co. announces an all 
new Buck Door Frame especially de- 
signed for fast installation in poured con- 
crete walk-in basements as a companion 
product to its full line of buck-type win- 
dows. The steel door frame is made to 
full wall thickness (built-in pouring 
form). Just position buck frame against 
the wall form and nail. Installation is 
said to/’be fast and easy. Buck Door 
Frame is of all-welded construction, com- 
plete with welded butt hinges, strike plate 
and dust box. It has channels for easy 
attachment of outside screen or storm 
door. Available in two standard widths 
and heights for 154” prime door and for 
full range of wall thicknesses (642” mini 
mum). Kewanee Mfg. Co., Dept. AL, 
Kewanee, Ill. 
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SPECIAL OFFERS 
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Lowers Price on Mailbox 


Orna-Metal’s Empress model mailbox 
has been reduced in price to retail be- 
low $8.95. The new suggested retail 
is now $6.75 for the sturdy 19'%”x 
742"x67%" heavy 16-gauge steel mailbox, 
which holds the biggest magazines. A 
dazzling pull of 24K gold plate flashes 
against a satin-black background on the 
Empress model, which loads easily from 
the front. It has a rustproofed finish be- 
cause it’s zinc-plated  electrostatically 
under the baked enamel coating. Ship- 
ping weight is seven pounds packed in 
an individual carton. Southern Fabrica- 
tors Corp., Dept. AL, 225 Aero Drive, 
Shreveport, La. 
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Jet Frame Introductory Offer 


Dealers may offer the new universal 
size Jet Frame to customers at a 10¢ sav- 
ings on the purchase of any type Wooster 
cover. Special expansion-type end caps 
fit all conventional type diameter cov- 
ers. Covers slide on and off easily and 
have less chance of freezing on the 
frame, says maker. New functional 
plastic handle has threads to receive 
standard mop handle extension. Special 
offer is good for the introductory pe- 
riod only. The Wooster Brush Co., Dept. 
AL, Wooster, Ohio. 
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Free Merchandiser at Work 


Sales Manager Dean M. Chekouras, 
Rock River Lumber Co., Beloit, Wis., is 
pictured above selling a United Indus 
tries vinyl and aluminum threshold to a 
customer who selected the item from 
the manufacturer’s No. 7 Merchandiser. 
Offered free, the new merchandiser 
includes 12 kits of No. 10 new auto- 
matic weather seal for 7’ doors, complete 
with fasteners; 12 36%” triple action 
thermo seal door bottoms with fasteners; 
12 No. 133 carpet bar-door edging, 
polished stainless steel with fasteners: 
and three No. 107X self-sealing thres 
holds of vinyl and aluminum including 
fasteners. Available at a cost of $40.44, 
the merchandiser provides a profit of 
$24.60. United Industries, Inc., Dept. Al 
Continental Illinois Bank Bldg., Chi 
cago 4. 
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Sample Tile in 3” x 3” Size 
Azrock Products Div. announces that 
all its tile samples will now be cut in 
3” x 3” size and that newly designed 
sample boxes will be color-keyed to its 
various floor products. The sample box 
for Azrock asphalt tile is being printed 
in a combination of reds; green is being 
used for Azphlex vinylized tile; blue for 
Vina-Lux vinyl asbestos tile and brown 
and yellow for Duraco vinyl industrial 
tile. In addition to being more conveni- 
ent for dealers and distributors to han- 
dle, the new sample size occupies less 
counter space. Azrock Products Div., 
Uvalde Rock Asphalt Co., Dept. AL, 
Box 531, San Antonio, Texas. 
Circle No. 230 on Coupon, poge 48 
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Adds Color to Unit Packing 


Colorful new packaging for its Storm 
guard nails and all specialty nails is 
announced by W. H. Maze Co. The new 
packaging features a dominant, bright 
yellow background. The Stormguard car 
tons are identified by red overprinting 
on the yellow background and are of 
fered in five-pound cartons (packed 10 
per shipping case) and 50-pound bulk 
cartons. Bold blue overprinting is fea- 
tured on cartons for all Maze specialty 
nails, which are available in 1, 5, 10 
and 50-pound bulk cartons. The new 
color treatment is said to provide fine 
readability in a warehouse or on a deal 
er’s shelves. W. H. Maze Co., Dept. Al 
Peru, Ill 
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Self-Sticking Metalized Tape 


Called Trimbrite, a new line of gleam 
ing tarnish-proof, fade-proof chrome 
gold and copper tapes embossed in four 
patterns, flute, brush, cross hatch or small 
box, and backed with pressure sensitive 
adhesive are announced. Trimbrite is 
available in individual rolls, %4” x 10’, dis 
played in an open metal wire rack, 
13%” x 14” x 5”, holding 36 units. The 
rack also has a 13” bar for those who 
want a counter display. Provision is made 
for “help yourself” distribution of folders 
showing how easy it is to apply Trim- 
brite to shelving, molding, frames, furni- 
ture, toys, lamp shades, flower boxes, etc 
Marglo, Inc., Dept. AL, 265 William 
St., Englewood, N. J. 
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Hardware Slide Presentation 

A slide presentation with complete 
script designed to help the hardware 
consultant select the hinges that will be 
exactly right for his requirements is 
available. The full-color slide presenta- 
tion runs approximately 30 minutes and 
provides visual instruction on how to 
use a hinge selector guide and template 
guide for the final selection of hinges 
For further details, write S. Wilder, 
Stanley Hardware, div. of The Stanley 
Works, Dept. AL, 195 Lake St., New 
Kritain, Conn. 
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Tightener for Steel Strapping 


The new Stanley “O” tightener sets a 
new standard of efficiency for tensioning 
steel strapping to the required maximum 
with a manually operated strapping tool, 
maker announces. Used to apply steel 
strapping to packages of varying sizes, 
shapes and weights, it may be operated 
in any position and will strap in any 
direction, using the right or left hand. 
[wo models are available, the “OL” 
(light duty) and “OM” (medium duty) 
for light and medium duty strapplica- 
tions. Model nos. OL3, OL4 and OLS 
take strap sizes %”, 42” and %” respec 
tively; nos. OMS and OM6 take %” 
and %4” respectively. Stanley Steel Strap- 
ping, div of The Stanley Works, Dept 
AL, 111 Elm St., New Britain, Conn 
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Spacemaster 300 Unit 


The new Spacemaster 300 unit is 
sized to hold a full assortment of hard 
line or soft line merchandise. It can be 
used as a single eight-foot unit or ex- 
tended in 48” sections to any desired 
length. It also is available as a com- 
plete merchandiser in 12’, 16’, 20%, 
and 24’ units. The unit features all- 
steel, non-rack construction for maxi- 
mum strength and flexibility. Heavy- 
duty, double-slotted uprights accommo- 
date 4” perforated panels for perforated 
board applications. Diamond perforated 
steel shelves are adjustable at one-inch 
vertical intervals to fit varied sized 
merchandise and for simplified seasonal 
changeovers. Slanted sides permit cus- 
tomers to stand within easy buying 
reach of merchandise. Reflector Hard- 
ware Corp., Dept. AL, 1400 N. 25th 
Ave., Melrose Park, IIl. 
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ADVERTISERS’ INDEX 





Acme Steel Co 


Bennett Mfg. Co., Richard C 
Bunyan Lbr. Co., Paul 


Cupples Products Corp 


Dexter Lock Division 
Dexter Industries, Inc 
Dodge Corp., F. W 
Donley Brothers Co., The 


Evans Products Co 

Goodman Lbr. Co 

Home Improvement Products Show 
Knape & Vogt Mfg. Co 

Marlite Div. of Masonite Corp 
Mauk Lbr. Co., The C. A 

Mauk Seattle Lbr. Co. 

Minnesota Mining & Mfg. Co 


National Manufacturing Co 


Pickering Lbr. Corp 
Ponderosa Pine Woodwork 


Roddis Plywood Corp 
U. S. Plywood Corp 


Waddell Manufacturing Co 
Wells Lbr. Co., J. W 

Weyerhaeuser Timber Co 
Wisconsin-Michigan Group 
Wrought Washer Mfg. Co 
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American 


Lumberman 
Classified 
Advertising 





Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time —30c per word for each insertion 
Minimum charge of $1.50 per line 


3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number 


No agency commission or cash discount 


allowed. 


All ads for classified section must be in Pub 
lisher’s office 14 days preceding date of pub 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 


charged. When answering box numbers or 
mailing copy for ads address them to: 
AMERICAN LUMBERMAN, INC. 


59 East Monroe St., Chicago 3, Ill 
Phone: Fi 6-7788 








HELP WANTED 





MILLWORK MEN 
Large Chicago Millwork House offers a 
real future to men familiar with one or 
more of the following Millwork positions 


BILLER 
DETAILER 
ESTIMATOR 


Liberal benefits including company paid 
Retirement Plan. Write giving complete 
details of past experience. Address Box F- 
36 American Lumberman, Inc 





Wonderful opportunity for good salesman to 
sell builders’ hardware and specialties to 
lumber yards in established territory for 
largest distributor on the East Coast. Gener- 
ous draw against commission. Yearly earn- 
ings excellent. Reply Box No. F-42 Ameri- 
can Lumberman, Inc 





START A GROUP 
SUBSCRIPTION FOR 
YOUR KEY 
EMPLOYEES, TODAY 


Just fill in the order form below, and 
mail it to American Lumberman with 
the names and home addresses of em- 
ployees to receive the publication. Two 
one year subscriptions are $3 each and 
three or more subscriptions are $2.50 
each. (Single subscriptions $5 each). 





Please enter a group of —__ subscriptions 
to American Lumberman to be sent to the 
attached list of employee names and home 
addresses 


Company name 
Address 

City 

Zone 


State 


] Check for $ enclosed Bill Company 


Mail to American Lumberman & Building 
Products Merchandiser, 59 E. Monroe Street, 
Chicago 3, III. 


HELP WANTED 








FHA TITLE II MAN 
Florida firm wishes to employ man experi- 
enced in making applications for and pro- 
cessing FHA Title II loans, and VA Loans 
and handle Construction Loans. Send refer- 
ences. Address Box F-43 American Lumber- 
man, Ine 





EXPERIENCED WINDOW SALESMAN 
GREENSBORO - CHARLOTTE, N. C. AREA 
Experienced millwork salesman in Greens- 
boro-Charlotte area. Call on established ac- 
counts in North Carolina, Virginia, Tennes- 
see. Start immediately. Salary — expenses 
Large midwest window manufacturer. Send 
outline of background to Box F-44 American 
Lumberman, Inc 





WANTED: Experienced lumber salesman 
with plenty of room for advancement with 
live-wire retail company with two yards 
Housing immediately available. Can earn 
from $6,000 to $10,000 if aggressive. Write 
giving complete qualifications to The DeVille 
Lumber Company, 1225 Gross Avenue, N. E 
Canton 1, Ohio 





SITUATIONS WANTED 





Position wanted as manager or senior esti- 
mator. 58 years of age, 40 years experience 
in detailing, listing, designing, merchandis- 
ng, etc. Volume producer. Address Box F-46 
American Lumberman, Inc 





SALES REPRESENTATIVE 
WANTED 








Nationally known door lock manufacturer 
selling to lumber, building material and 
hardware trade has openings for established 
commission sales representatives in choice 
protected territories. Address Box F-47 
American Lumberman, Inc 





BUSINESS WANTED 











Experienced Lumber Yard Manager desires 
to purchase on contract a yard in medium 
sized town in Midwest. Address Box F-45 
American Lumberman, Inc 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 
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BUSINESS OPPORTUNITY 





FOR LEASE with option to buy. Excellent 
Retail Lumber Yard on Highway 63 Central 
California. Large store and railroad spur on 
property. Plenty of traffic. Lots of parking 
pace 

Byron Cannon 

P. O. Box 158 

Cutler, California 





Retail lumber company now doing ove 
$2,000,000.00 business per year needs addi- 
tional capital and aggressive management t 
expand and be able to take advantage of 
opportunities available to it in central Cali- 
fornia area of dynamic growth 


Will consider merger, or sale of all or part 
to buyers who qualify with substantial capi- 
tal resources 
Address Box F-48 American Lumberma: 
Inc 





BUSINESS FOR SALE 








LUMBER YARD FOR SALE 
Good yard in Eastern Washington (Columbia 
Basin). A rich growing community. Town 
11,000. New fireproof building. Fork lift 
operation. Land 180 x 200 ft. Building 
50 x 120 ft. $30,000 plus inventory. Address 
Box F-34 American Lumberman, Inc 





For Sale: Electric sawmill and planer mill 
with exception of large gas motors on plane: 
and saw. Yates-American A-20 planer. Mer- 
ritt Lumber Company, Gibsland, Louisiana 





MACHINERY FOR SALE 





6” x 10” No. 110 Hall & Brown planer and 
matcher with single profile. Good condition 
$1500.00. 

Castleberry Lumber Company 

Box C-1—Benbrook, Tex. Ph. PE 8-6592 

Ft. Worth 





BOOKS FOR SALE 








HOW TO PLAN A HOUSE 
J. Ralph Dalzell and Gilbert Townsend. .$6.95 


Contains all the basic and authoritative in- 
formation necessary to pennies a house, 
shows your draftsmen and builders practical 
ways to work out the features new home 
prospects want in their “dreamhouse.” 584 
pages, over 400 illustrations and tables. 


Notice—no orders accepted unless accom- 
panied by payment. 


AMERICAN LUMBERMAN, INC 
Monroe St., Chicago 3, Ill 
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The hospital put the beautiful blonde in a room by herself 
She was just too cute for wards 





* * * 






Mother: Who was that young man I saw you talking to? 
Daughter: I don’t know. 

Mother: But I heard you call him, “Honey”. 

Daughter: That’s because I don’t know his name. 


* * * 








Lady Godiva put everything she had on a horse and didn’t 
but, brother, how she showed! 


* * * 





win 







A perfect wife is the one who goes golfing, hunting and fish- 
ing with her husband, and also helps him with the dishes 






* % * 






Christmas is mostly for kids and few of them need a plywood 
panel or a straight grained 2 x 4. Now, no one expects you to 
play Santa Claus for your customers but you can give them the 
most for their money, and that not only at Christmas but all 
the time 

In this connection may we say that all MAUK merchandise is 
of the very best, a safer line to handle and guaranteed to bring 
years of cheer to your lumber business. 


* * 7 









Simple Celia says one swallow doesn’t make a summer but it 
breaks a New Year’s resolution. 








* - o 






You know how these holiday parties are—you don’t? Well, 
maybe you should change your hair oil or something. Anyhow, 
this was at one of those parties and a feller went out to get 
another pint of cheer from his glove compartment. He opened 
the door of his car and, to his shocked surprise, saw his wife in 
the arms of another man in the back seat. “What is the meaning 
of this?” he shouted. “Who is this man?” 

For a moment there was just uncomfortable silence. Finally 
the wife spoke up. 

“I think my husband is absolutely within his rights,” she said 
quietly. “What is your name?” 


~ « * 


Do You Know What Dep’t.: 
Do you know what character is? What you are. 

Do you know what reputation is? What you get caught at. 
Do you know what MAUK is? Your source for merchandise 
of highest character and best reputation. 


x - * 





















MAUK Seattle Lumber Co. 


Seattle, Washington 


ee 2 .@ 


The C. A. MAUK Lumber Co. 









Toledo, Ohio 
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New Literature 


Technical Data 





Painting Hardboard. How to paint hardboard so that the 
surface will have an attractive, uniform finish without areas 
of uneven absorption or uneven gloss is told in a new booklet 
Cories of the booklet may be obtained without charge by 
writing Public Information Section, National Paint, Varnish 
& Lacquer Assn., Dept. AL, 1500 Rhode Island Ave.. N. W., 
Washington 5, D. ¢ 
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Cash-and-Carry Selling. An analysis of how the modern 
cash-and-carry yard operates and what it may mean to the 
conventional dealer is contained in a 28-page booklet now 
available. An appraisal of the pitfalls and an evaluation of 
the rewards for those entering the cash and carry field as well 
as a look at how some are competing successfully with this 
method of distribution are presented. Biddle Purchasing Co 
Dept. AL, 280 Broadway, New York 8, N. Y. 
Circle Ne. 237 on Coupon, page 48 
Aluminum Siding. A full-color folder on the manufacturer's 
Premier Aluminum Siding explains and illustrates its beauty 
economy and durability. A copy of the folder may be obtained 
upon request from David Schaff, Textron Metals Co., Dept 
AL, 39 James St., Girard, Ohio. 
Circle No. 238 on Coupon, page 48 


Insulation. A folded leaflet, “Here's How Fiberglas Paves 
Your Way to Profits,” explains the benefits of full insulation 
in residential construction and illustrates available merchandis 
write Owens-Corning 


ing and sales aids. For a free copy, 
Fiberglas Corp., Dept. AL, Toledo 1, Ohio 
Circle No. 239 on Coupon, page 48 


Toggle Bolts. A new two-color bulletin, No. 7001, describes 
and illustrates a diversified line of toggle bolts. Complete 
information on minimum back-up clearances required and 
holding strengths of the spring-type bolts is provided. Text 


material and line drawings give installation instructions. Dia 
mond Expansion Bolt Co., Dept. AL, Garwood, N. J 
Circle No. 240 on Coupon, page 48 
Ladders. Bulletin L-94, now available, describes the manu 
facturer’s complete line of Gold Medal ladders and safety 


aluminum ladders. Printed in two colors, the bulletin contains 
illustrations, construction details and specifications of over 20 
different types of wooden and aluminum ladders. The Patent 
Scaffolding Co., Dept. AL, 38-21 Twelfth St., Long Island 
City 1, N. Y 

page 48 
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Door Hardware. Har-Vey’s new four-page bulletin on sliding 
and folding door hardware features Sliding Door Hardware 
Slide-A-Fold Hardware, P-38 Pocket Door Frame and sliding 
and folding door accessories. Write for AIA Bulletin No. 27-A, 
American Screen Products Co., Dept. AL, 61 E. North Ave 
Northlake, Tl. 
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Consumer Data 


Kitchen Planning & Decorating. Better Kitchens Institute, 
which is composed of leading steel kitchen cabinet manu- 
facturers, announces a new 32-page Kitchen Planning Book 
including a varied array of planning ideas. The book makes it 
possible for the homemaker to visualize what her new kitchen 
will look like when it’s finished. Better Kitchens Institute, 
Dept. AL, 812 Engineers Bldg., Cleveland 14. 
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“How to Build an Extra Room” is the title of a new 24-page 
book profusely illustrated with both color and black-and-white 
photographs and drawings. Easy-to-follow, step-by-step instruc- 
tions tell how the manufacturer’s floor tile, ceiling panels, 
wall plank and insulation can be used to convert unused 
space into attractive, useful rooms. To obtain a copy of this 
book, send 25¢ to Johns-Manville, Dept. AL, 22 E. 40th St., 
New York 16. 


Circle No. 244 on Coupon, page 48 


























New Creations of 
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No horizontal 
stile required 











Homeowners will show keen buying interest in these 
latest designs of hardware, styled for modern kitchens. 
No. 465 Cabinet Hinge and No. 128 Swing ‘n Stay 
Hinge for single and double swinging doors are 
exceptional because of their freedom of action and 
simplicity of operation. 


Two new ideas in Automatic Gate Latches are here 
illustrated. No. 21 and No. 22 are made entirely of 
steel and finished in Zinc or Bonderized Dead Black. 
Latches automatically and releases by using latch 
lever. Thumb piece on latch lever is an exclusive fea- 
ture. Latches serve for gates, swinging barn doors, 
cellar doors, Dutch doors and animal coops. 


HARDWARE 


No. 21 
Automatic 
Gate Latch 


Automatic 
Gate Latch 








New designs but built with the 
same old traditional high quality 


We Were) 
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¥ Bible Aomase 
THIS ROOM, advertised in Better Homes and Garde muse Beautiful, and Americar s decorates t in Contemporary American 


then in Frencl ovineial, Paneling in random plat tvle is eldwood prefinished walnut V-Plank*® with Weldwood Hardwood Trim, 


Whether your customers decorate in modern or traditional, 
they’re prime prospects for high-profit Weldwood paneling 


Pictured above is a perfect example of wh their beauty. Prefinished to a fine furniture them it's guaranteed for the life of the home 
Weldwood paneling is such a big profit maker luster that guards the natural wood beauty Chances are the sales won't be far behind 
for Weldwood dealers all over the country. against dirt and wear, Weldwood paneling 


HERE'S YOUR PROFIT OPPORTUNITY 
Homebuilders and homeowners alike value is easy to install and easy to keep looking 


oa AT 
the charm and versatility it offers a room. beautiful. United States Plywood Corporation 


‘ . 1 44th t, N York 36, N. Y. 
Adaptable to every kind of setting, it even Weldwood paneling, in over 70 types and 55 West 44th Street, New Yor 


lease | t Weldwood represent e show 
lets homeowners change decorating schemes finishes, is available in a wide price range to Please have a A ete wr ee 
I how I can set up a sales-building Weldwood 


1 
when they wish. fit every budget. Just display Weldwood Panel Parade display in 
You'll find that Weldwood’s choice woods paneling, show your customers the luxury 


my salesroom 


sell themselves by their feel as much as by it will add to their homes, and then remind Name 


t<% WELDWOOD® WOOD PANELING 37::"".2"":., ae 


: ZOne: ....- HAW... 602. 
United States Plywood Corporation + 115 branch showrooms in United States and Canada 





